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GLASS CUTTING MACHINE 


Yes, it is true! The operation of this machine is so simple that an inexperienced 
person can cut flat glass with assured results. Single weight or double strength glass 
can be cut with equal ease .. . the correct cutting pressure is preset at the factory 
and is adjustable to cutting conditions. When the cut is complete a breaker arm auto- 
matically drops into position to make a clean quick break. The machine is made at 
present in two sizes and will accommodate glass up to three and four feet respectively. 
The four foot board is the most popular. 


SOME OF THE OUTSTANDING FEATURES 


®@ Cutting is automatic. @ Machine will cut either single or double @ Machine occupies little space. 
, strength glass. 
®@ Cutting pressure is adjustable. 


; ® i i P ; 
@ Breaker automatically drops into place Cutting wheels will last longer. @ Glass is easier to handle. 
when the cutting head reaches the bot- « 


som ot Ge honed Human element in glass cutting is mini- 


mized. ? : 
P : . @ Machine will mount on a table or bench 
@ Cut and break is made in one simple h th i 
operation. @ Reverse scale gives direct reading meas- ee ee ee 
urement. 
@ New type of breaker edge places the 
stress directly under the cut for a per- @ Need for cumbersome straight edge is ®@ Machine will take any size glass up to 
fect break. eliminated. capacity of board in any length. 


SEND FOR DESCRIPTIVE CIRCULAR 
Be sure to visit our exhibit in Booth No. 8 at the National Hardware Show in New York City Oct. I2-16, 1948 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
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PRESIDENT TRUMAN may find he fired before he saw the whites 
of the Republicans’ eyes when he called the extra session of Con- 
gress. If GOP leaders light a fire under southern Democrats, 
they might use the Berlin set-to to smoke out some hard facts on 
the Truman foreign policy, and with Taft showing signs of giving 
ground on his previous all-out stand they might even come 
through with some sensible and satisfactory ideas on housing. 


CONFIDENTIAL REPORTS show lumber and building material 
dealers are still the high fliers among retailers. Figures show their 
increase in sales for June ran 30 percent over a year ago. Next 
in line were auto dealers and service stations with gains of 14 and 
13 percent respectively. 


THE EXPERTS say the farmers are about to lose the dubious 
honor of leading the upward spiral of prices. Better than hoped 
for crops abroad and bumper harvests here can mean lower (but 
we don't mean low) prices. However, steel, oil and many another 
basic industry still are looking skyward. 


HERE’S A NEW WAY to drive home the tremendous job our 
industry is doing in providing the nation with houses. At the 
current rate of construction we are completing 550 homes per 
hour based on the 40 hour week. That's a lot of houses even in 
the “public housers’” language. 








IT hasn't happened yet, but the boxcar shortage is hanging over 
the industry's head again. A huge wheat crop is just beginning 
to draw on the available supply of cars. With harvests in full 
swing the pressure will be on to get the grain to market. Some 
of the needed cars will necessarily come from the supply usually 
kept on hand for shippers of lumber. 


- —— 








DAVID) COUNTRYMAN, Douglas Fir Plywood Association civil engineer. 
demonstrates the nail-holding properties of 5/16-inch sheathing grade Douglas 
fir plywood. Robert Ripley, association laboratory technician, notes the amount 
of pull exerted on shingles held down with conventional nails. A pull of 85 
Pounds was necessary to rip the shingles from the plywood base. This was one 
of many illustrations of plywood qualities presented to 200 plywood officials from 

ashington, Oregon, and California at the industry meeting in Tacoma, Wash. 
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WHAT NEXT? 


Federal housing just one 
of many hot summer issues 


DEMANDS for Federal (some 
call it socialized) housing has a 
fifty-fifty chance of being lost in 
the shuffle of burning political is- 
sues and convenient red herrings 
that will enliven the current extra 
inning session of Congress. 

If the state’s rights demands hit 
the floor first, other priority de- 
mands by the president may be a 
long time waiting for considera- 
tion. Southern senators promise a 
long filibuster if necessary. 

Besides that, the Republican 
plank on housing isn’t as specific 
as Truman’s challenge from the 
convention floor made a lot of 
people think. 

The plank commits the GOP to 
do something about more and 
cheaper housing at a Federal level. 
It does not say how they will make 
good on these promises. Conse- 
quently Republicans will not be 
especially vulnerable to criticism 
just because they attack the hous- 
ing problem their way instead of 
following the President’s ideas on 
the subject. 


WOOD RESEARCH 


New lab will attack 
wide range of problems 


GROWING recognition of the 
value of research to the lumber in- 
dustry has resulted in an expan- 
sion of plant and facilities of the 
Timber Engineering Company wood 
research laboratory. 

Recent completion of a 60’ by 60’ 
one-story addition to the laboratory 
makes possible additional services 
for the manufacturers and users of 
lumber and wood products. The 
laboratory, established in 1943, is 
engaged in product development 
and research on the chemical, phy- 
sical, and mechanical properties of 
wood. 

To expand markets for lumber, 
Timber Engineering Company pio- 
neered to gain recognition of wood 
as an engineering material and de- 
veloped the Teco connector system 
of wood construction. Facilities at 
the lab include equipment devel- 
oped especially for testing full 
scale 50’ trusses—the only equip- 
ment of its kind in the country. 
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To improve the mechanical wear 
of railway ties is a new project 
that is jointly sponsored by associ- 
ations of lumber manufacturers and 
the Association of American Rail- 
roads. 

Another far-reaching study just 
started is aimed at developing an 
economical and practical means of 
decreasing the shrinking and swell- 
ing of construction lumber and 
other wood products. 

Finding economic uses for low- 
grade and waste hardwoods is a 


major project underway at the 
laboratory. Development of a hard- 
wood pulping process has formed 
the basis for the production of 
many valuable new products out of 
material formerly considered un- 
usable. 

Users of wood office furniture 
will benefit from such Teco devel- 
opments as burn and stain-proof 
desk tops and non-marring desk 
legs. 

Teco adds that “‘the new labora- 
tory building itself is a tribute to 
the strides in wood engineering re- 
sulting from industry research. It 
is built with glued laminated tim- 
ber girders (91%4” by 2414” by 
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“OLD TIMERS” 


in the heavy, anods 


Old timers in name and experience, 
but modern in design. These job-tested 
equipment are 
proved in the field before they are 
made available to you. Tested for effi- 
cient and economical logging, they 
merit your investigation. Write, phone 


HYSTER winches, sulkies, skidding pans 
and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 
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20’) which will support a 
second floor when further expan. 
sion is desired. The girders are 
built up of 15 laminations of 154” 
material and were produced by 
Rileco Laminated Products, Ine, 
Wilkes-Barre, Pa.” 


CAMPAIGN GAINS 
New workers trained faster 
than new building increases 


THE NUMBER of apprentices at 
work in the building trades has 
increased at a faster rate than the 
physical volume of new building 
during the last twelve months, 
David S. Miller, president of the 
Producers’ Council, national or- 
ganization of manufacturers of 
building materials and equipment, 
stated in an official release. 

“The number of apprentices has 
been rising steadily, and the total 
of 131,300 reported during May 
was 30 percent greater than in the 
same month of last year,” Mr. 
Miller said. 

“However, it will be necessary 
for employers to continue to at- 
tract more young men into the 
building trades because the new 
Selective Service Act undoubtedly 
will take a considerable number of 
these apprentices during the next 
year and because a portion of the 
skilled building trade workers nor- 
mally retire from active work each 
year. 

DRAFT AGE 


“Although veterans who are ex- 
empt from the draft make up a 
large proportion of the apprentice 
force, the list also includes a good 
many other young men of draft 
age. 

“The prevailing levels of wages 
building workers is tight in some 
localities at the present time and 
the volume of new construction dur- 
ing the last half of 1948 is ex- 
pected to be larger than in the 
first half. 

The prevailing levels of wages 


| 


preyervyrr oI > 




















“Good morning, Mrs. Wilgus. 
Is the lapsed policy at home?” 
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THE MERCHANDISER. Designed by Ply- 
wood Merchandising Experts. It is compact, 
Strongly Built, Bright and Attractively Col- 
ored, Protects Your Plywood Panels — And 
Places These Panels Where the Customer Can 
Get at Them Easily. 


ADVERTISING MAT SERVICE. We also supply a free newspaper advertising mat 


service, three different size mats that you can use. 


GET INTO THE HARDWOOD PLYWOOD $1000 A MONTH CLASS WITH 
AETNA'S SUPER-SALES PLAN 


Take advantage of this opportunity now 


DON'T WAIT — ONLY A LIMITED 
NUMBER ARE AVAILABLE — » » 
MAIL THIS COUPON AT ONCE 


PLYWOOD & VENEER COMPANY 


1732 Elston Ave., Chicago 22, Ill. 
Branch: Grand Rapids, Mich. (Warehouse) 
Sales Offices 
Detroit, Mich. Indianapolis, Ind. 
Milwaukee, Wis. Marion, Ind. West LaFayette, Ind. 


Aetna Plywood & Veneer Co. 
1732 Elston Ave., Chicago 22, Ill. 


Gentlemen: We are attaching this coupon 
to our letterhead. Will — please send us 
full information about the AETNA HARD- 
WOOD PLYWOOD MERCHANDISER and 
SUPER-SALES PLAN? We want to know 
how we can get them as soon as possible. 


weoesseseesesssaaanld 


Iny 
Bulltpinc Propucrs MERCHANDISER 












3 Reasons WHY 
It Pays to Buy 
from These 
Western Wholesalers 


1. Your Western Wholesaler is on the 
ground. He can see a mill's facilities— 
and the class of lumber being produced. 


2. Your Western Wholesaler gives you serv- 
ice from many mills. If one doesn't have 
the right stock, another probably does. 


3. Your Western Wholesaler has an intimate 
knowledge of each mill's manufacturing 
and shipping facilities. He knows what 
mills can best meet your needs. 


Put your needs up to these leading Western 
Wholesalers. 


MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 


PINE SPECIALISTS 


Riverside 4335 











Main 6954 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 


Specializing in dimension and boards. 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg., Portland, Ore. 
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Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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for building trades workers are 
more attractive to veterans and 
other young men than at any time 
in the past, and the outlook for 
a sustained high level of construc- 
tion and for steady employment is 
more promising. 

“Much of the credit for the in- 
creasing number of apprentices is 
due the Bureau of Apprenticeship 
of the U. S. Department of Labor, 
which has been cooperating with 
employers and labor organizations 
in attracting new men to the build- 
ing trades and setting up improved 
training programs.” 


MILLIONS OF BRICKS 


Production soars upward 
to an all-time record 


BRICK PRODUCTION reached 
its post-war top level in the month 
of May as the output of both brick 
and structural tile continued to 
rise, according to Roy A. Shipley, 
president of the Structural Clay 
Products institute. 

“Production of brick totaled 541 
million, an increase of 23 percent 
over April, and a gain of 31 per- 
cent over May of last_year,” Ship- 
ley said. “The total eclipses the 
previous post-war high of 510 mil- 
lion brick produced in October, 
1947. Brick production in the first 
five months of this year is running 
12 percent ahead of last year. 

“Tile prouction in May kept pace 
with that of April at the rate of 
109,000 tons. This represents an 
increase of three percent over May, 
1947. Deliveries of both brick and 
tile continue adequate to meet the 
record post-war construction.” 


INSULATING BOARD 


New J-M insulating board 
plant open in Mississippi 


JOHNS-MANVILLE corporation 
is now shipping insulating 
wall board from their super-duper 
new plant recently completed near 
Natchez, Miss. 

The new operation includes three 
major and 24 minor buildings to- 
taling 400,000 square feet. It 
makes use of the most modern pro- 
duction methods and machinery. 

When in full operation the plant 
will employ from 400 to 600 people. 
It is expected that the eventual out- 
put of insulating board products 
will be approximately 200 million 
square feet. Among the boards 





On Your Trail 


afk @ 
Y WS a& ‘ ne 


Our office bloodhound, Chips, 
is on the trail of long-term 
AMERICAN-LUMBERMAN sub. 
scribers. 

Since thousands of our readers 
have been subscribers for 30 to 
50 years, the job of tracking 
down everyone is altogether too 
much for one faithful hound. That 


is why we are asking your cooper- 
ation. 


We want to honor our long- 
term subscribers in our special 
75th Anniversary Issue, Septem- 
ber 11. If you have been a sub- 
scriber for 25 years or more, 
please write us. Tell us when you 
first subscribed. The 10 longest- 
term readers will receive lifetime 
subscriptions. 

Mail your entry today to: 
AMERICAN LUMBERMAN, c/o 
75th Anniversary Editor, 139 
North Clark Street, Chicago 2, 
Illinois. 





that will be produced at Natchez 
are natural finish building board, 
decorative ceiling panels, 
wall plank and insulating board 
sheathing. 


STRESSES QUALITY 


Firm is commended for 
excellent ad campaign 


BOUQUETS are due the E. L. 
Bruce company for their current 
advertising campaign _ stressing 
quality and the immeasurable value 
of the traditional, reliable sources 
of supply in the lumber business. 

The campaign is running in 
builder magazines and is aimed at 
contractors. Here is an example of 
the copy. 

“Hardwood flooring, more than 
almost any other building material, 
must be purchased on the reputa- 
tion of the manufacturer and the 
integrity of the dealer who sells it. 
Flooring is received in wire-bound 
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bundles, making it impractical to 
examine individual pieces, as you 
can Go when unloading lumber. 
Furthermore, even closest scrutiny 
J of every strip will not disclose 

P shortcomings in seasoning or cer- 


y foor has been in use. j : 
“When you buy flooring through + MCHKINNE 


ynknown sources,” the Bruce ad- 
vertising continues, “you have no 
recourse. You don’t know what 
hips, youre getting until it’s too late. 
-term Protect the home buyer, and your- 
| sub- self, by purchasing accepted brands 
of flooring through recognized, re- 
liable dealers.” 


tain defects in manufacture. These Ce : 
will become apparent only as the ; | oe é 8 
fooring is being laid, or after the x 1 “Forged | Tron : 
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30 to | CONSTRUCTION GAINS 

cking Dollar values outstrip 
r too gains in actual starts 
That PACED by a gain of 60 percent 
oper- in expenditures for new housing, 


the total volume of new construc- 
long- @ tion in the first half of 1948 








2ecial reached $7.7 billion, an increase of a 

»tem- more than $2 billion over the same : ae 

= period last year, the Construction 5 _ . oe, ; 
Industry Information Committee  : oe — , ——=— 

wei states. fe ) 

1 you “The 449,700 new housing units  . Yb 

igest- started during the six months e 

etime broke all records for an initial half 


year,” the Committee said. “The 
+ tie total was nearly 27 percent greater 


eee than the number of housing starts E 'S 
es ee reported during the first half of McKIN N Y 


139 § 1947. FORGED IRON HARDWARE 


o 2, “Expenditures for all new build- Q 
ing, as estimated by the Bureau of . FRONT ENTRANCE NOOR K\T 
Labor Statistics and the U. S. De- Complete ins ; 


partment of Commerce, were 35 
percent greater than in the first 


Here it is—Kit No. 24 consisting of 


— half of 1947 and were the largest @ 20” x 24” Display Board DB#7 as illustrated above. Samples 
ms ?, for any corresponding period on are mounted on the board, as shown... . FREE. 

: a reeerd. @ 3 complete sets of front entrance door hardware including 
Doar 


lock and trim for both inside and outside. 


a ar @ The Heart design is the most popular of all early American 


















































“Gains were made in every type patterns. It is ideal trim for the currently 
of private construction, except in- , favored Ranch type home. 
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ing, including stores, warehouses, 
office buildings, garages, and 
churches, was 50 percent higher 
than in the first six months of last 
year. 

“Expenditures for new farm con- 
struction increased 25 _ percent; 
public utility, 34 percent; pub- 
licly financed hospitals and institu- 
tions, 109 percent; and public edu- 
cational buildings, 93 percent.” 


HOME DISPLAY 


Cooperative effort will 
push home owner interest 


“WHAT IS GOOD for all is 
good for each” could be the key- 
note for Home Displays, Inc., an 
organization of four Minneapolis 
associations in the home construc- 
tion and allied fields. 

The corporation was formed to 
present to the public a comprehen- 
sive home display. It is entitled 
“Your 1949 Home Display.” 

Plans call for the exposition to 
be presented annually to keep the 








to A-Y customers. 








Good Quality Logs That Mean 
Fine Quality Lumber 


, en is fortunate in having a stand of un- 
usually fine Ponderosa Pine timber — which is maintaining a 
flow of excellent quality logs to the mill—enabling us to main- 
tain a flow of exceptionally fine quality Ponderosa Pine lumber 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 





Prineville, Oregon 





public informed on all phases of 
home construction. 

Industrial and trade associations 
sponsoring the exposition include 
Minneapolis Contractors and Build- 
ers association; Electric Appliance 
Dealers association; the North- 
western Lumbermen’s association 
and the Minneapolis Builders Ex. 
change. 


SOUTHERN PLYWOOD 


Area manufacturers will get 
together in Atlanta for meet 


SOUTHERN Plywood Manufac- 
turers Association will hold a sum- 
mer meeting at the Henry Grady 
hotel, Atlanta, Ga., on August 38. 
The contemplated grade marking 
program will be the chief business 
on the agenda. 


Watch Your Credits 


Remember the current boom is no 
longer young, resistance is slowly 
rearing its head, and too many are 
realizing too late that the money 
didn’t last to finish the job and 
someone, most probably the dealer, 
is holding the bag. Credit risks 
are always the greatest in the late 
stages of a boom market. 
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RETURN OF CONGRESS, which more or less 
staggered the capital, promises to make events in 
this town hotter than the fringes of Hades. Many 
rumors, none of which can be verified at this writ- 
ing; one that Congress will immediately adjourn. 
Another grapevine murmur is that the legislators 
were summoned because of the mounting danger in 
Europe; that the call was put in domestic terms to 
avoid scaring the country. 


DISTURBING PERIOD: Both at home and abroad. 
For six months, each Presidential year, the govern- 
ment is unable to make a firm commitment on 
policy. This time it's doubly tough; due first of all to 
the storm over Berlin and second to the steadily 
mounting spiral of inflation. The third round of 
wage increases is nearly complete; but it hasn't yet 
had its full impact upon retail prices. 


10 MILLION UNION WORKERS, says the A. P., 
have won this third round of increases. A good 
many million nonunion hands have gotten some 
boost. But these are scattered, and reports are in- 
complete. The nonunion boys clearly didn’t do so 
well as the union. And now organized labor sounds 
off to the effect that prices are faster on the climb 
than wages; that the higher wages don't seem to 
buy anything. 


HOUSING LEGISLATION is part of the President's 
program; but Congress isn’t likely to hear what is 
said on that subject. This is a political session, and 
politics may have unpredictable results; but the 
usual guess is no public housing. Title VI? Maybe. 
There’s heavy pressure for it. No minimum wage 
legislation at this session, and no changes in social 
security coverage. 


INFLATION: Better expect increases in prices. 
Exception, some farm products. Meat prices, how- 
ever, will stay high for a long spell. Steel prices 
will bulge, up to $10 a ton. Retail coal prices, also 
on the way up. Freight rates are increasing. The 
Council of Economic Advisers reports a steady in- 
crease in most cost-of-living prices the first half of 
the year; implies more of the same the second half. 


CONTROLS: Belief in the capital is that no addi- 
tional direct regulations will be authorized. This 
applies to price controls, rationing, and limitations 
on wage raises. Congress isn't expected to put fur- 
ther limits on credits; not at this session. The Treas- 
ury has warned that Federal operations will run a 
deticit; but no tax increases are expected. Not at 
least until the 8lst Congress meets. 
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RESPONSIBILITY: Each party is trying to put the 
blame for inflation on the other. Meanwhile the in- 
dex goes up. There's less effort by business to re- 
sist higher prices; steel being the most recent to 
throw in. The consumer continues to be the fall 
guy. First job of the next President will be boom 
control. Unless that other thing has already pulled 
the rug out from under the market. 


U. S. CHAMBER OF COMMERCE, wanting to of- 
fer something in lieu of the President's demand for 
controls by legislation, suggests a program of its 
own. Something like this: Individual restraint in 
raising wages and prices; monetary policies to re- 
duce the rate of increase in bank deposits and cur- 
rency; reduction of public expenditures; increased 
savings; caution in utilizing credit. 


BUILDING COSTS have been seriously jiggled by 
the Supreme Court decision in regard to the basing- 
point price system. The cement industry immedi- 
ately abandoned the method, and the steel indus- 
try followed suit. Under the new F. O. B. system, 
customers usually find their costs considerably 
higher. Legislation re-establishing the basing point 
system has been suggested; will hardly get passed 
at this session. 


MORTGAGE MONEY, says the Wall Street Jour- 
nal, is getting tighter, due to Congressional juggling 
with finance legislation. Since June, some sharp 
declines in applications for Federal insurance on 
new-home mortgages. Requests for insuring large- 
scale apartment projects, says the Journal, “have 
practically disappeared.’ Some industry leaders 
think we'll miss the BLS guess of 970,000 starts, in 
‘48, by 100,000 units. 


IS THAT BAD? Well, nobody likes to see build- 
ing checked while demand seems to be high. But: 
some leaders, who don’t want to be named, think 
a little slowing down might be wholesome. There's 
a nagging fear that excessive financing at high 
price levels may already have brought in a flock 
of “home owners” who'll disappear between days 
if and when prices begin to sag. It could mean 
a lot of new slums. 


OVERTIME COMPENSATION: Wage & Hour Di- 
vision, Department of Labor, has issued official in- 
terpretations of court decisions in regard to Satur- 
day, Sunday, holiday and night pay. Ask the Divi- 
sion, Washington 25, D. C., for PR-161. The National 
Retail Lumber Dealers Association has made an 
analysis of these decisions and rulings, LR-9-48, as 
they apply to retail dealers. 
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BUTTER, GUNS AND HOUSING! 


Let’s be realistic about housing shortages. 


Prior to its adjournment, the Eightieth Congress 
chopped the head off the socialistic housing bill, but 
like the proverbial worm, it is already showing the 
capacity to grow another. 


The new Republican Platform has this to say about 
the subject: “We recommend federal aid to the states 
for slum clearance and low rental housing programs 
only when there is a need that cannot be met by 
either private enterprise or by the states and 
localities.” 


While those of us who are fighting this un-Ameri- 
can legislation have a breathing spell, it is time to 
prepare for another battle in the war against social- 
im in the construction industry—a war which will 
not be won until the Public Housers are no longer 
able to ery Housing Shortage. 


History shows that, given another year or two be- 
yond the time Providence has already granted a free 
construction industry, our production will be such 
that the housing dervishes won’t have a leg to 
stand on. 


Five years of inflated housing costs followed the 
Civil War, and then we had 44 years of construction 
with new home values among the best buys in the 
consumer goods field. Big roomy houses were built 
at prices our people considered eminently fair. 


Then came 1917, World War I, and a cessation of 
new home building, followed again by five years of 
inflated house construction prices, terminated by a 


— pent-up demand and a return to normal in 
926. 


New house prices in 1927-1929 were so reasonable 
that purchasers in those years can often sell their 
properties today for double their cost after 20 years 
of occupancy. 


The historic formula is this: comes war, new house 
construction stops, shelter shortages accumulate, ac- 
tentuated by rising marriage and birth rates, then 
comes peace, renewed home construction, a rush to 
the market place to buy available new houses, reduc- 
ion in room sizes, inflated prices and costs, jerry- 
building, a gradual catching up with demand; jerry- 
built houses become a drug on the market, and new 
construction again becomes the best buy on the con- 
sumer front. This situation remains until war again 
Wipes out new home construction. 


The fundamental cause of this recurrent phenome- 
non is the indisputable fact that of the three neces- 
sities, food, clothing and shelter, only new shelter 
can be dispensed with. We produce even more food 
and textiles in war time, while we completely stop 


dry 
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normal home construction and divert home building 
materials and labor to other uses. You can have both 
guns and butter, but you can’t have war and new 
houses! 


The simple realistic fact is that when peace comes 
we do not have to catch up with food and clothing 
production, while in new housing we not only have 
to restore normal production but catch up with the 
back log of demand. 


In the process of catching up, the construction in- 
dustry develops a capacity that eventually assures 
continuous quality production, good values and rea- 
sonable prices, until war again upsets the apple cart. 


To attempt to legislate more new housing in that 
catching up period is so asinine that even vote- 
hungry politicians should be wary of committing 
themselves, but we witness both great political 
parties vying with the Wallacites in promising some- 
thing they cannot deliver. 


With every foot and pound of housing material 
being utilized, with every man-jack of construction 
labor at work, government attempts to legislate new 
housing simply aggravates the inflationary penalty 
home seekers must pay for war—without creating a 
single additional unit. 


The greatest disservice any future Republican or 
Democratic Congress can do to the millions of home- 
seekers in America is to interfere with the construc- 
tion industry in its demonstratedly effective and his- 
toric job of catching-up. 


At the present rate, in two to four more years the 
present back-log of new house demand will be filled, 
the sellers’ market will turn to a buyers’ market, and 
the forces of normal competition will bring spacious 
homes again, together with better relative housing 
values than ever before. 


Surely there must be some candidates for political 
office who are unwilling to stultify themselves by 
substituting emotion for reason on this housing prob- 
lem and who have the courage to tell the simple 
truth to the people. 


It is up to us to seek out, identify and support 
such realistic statesman. 


EDITOR 
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For baths, kitchens, offices and stores! 


Insure profits by giving unusual value at reasonable cost! Make sure customers get 
a job with an unmarred surface—free of visible nail holes. Sell panels that will not 


chip or loosen—can’t crack—panels carpenters can apply with Upson Floating Fasteners 
designed to compensate for normal structural movement. 


Give your customers rugged walls made from 5-ply laminated panels more than 
4" thick—proved by years of use in tens of thousands of homes. FHA accepted. 
Deliver assured satisfaction at lower material cost. Do it without stocking excessive 
inventories. You can profit too on moulding, fasteners and enamel. Easy to sell because 
nothing, we believe, equals the serviceable value of Upson Dubl-Thik Fibre-Tile. Check 
now—if your stock is low, order from your Upson jobber, or mail the coupon below. 



















































































_ Easily Identified By The Famous BLUE Center 





THE UPSON COMPANY, 37 Upson Point, Lockport; New York 


Send me your booklet, ‘'Gleaming Magic’’ and new Direction Sheets for applying Upson Dubl-Thik Fibre-Tile. 


NAME 
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Press Acclaims Dealer-Sponsored 
Research Program to Cut Building Costs 


Retail dealers from 20 states have made financial 


pledges to support 
by the National 


VALUABLE INDUSTRY pub- 
licity has already resulted 
from the press announcements (see 
AL&BPM, July 17) that dealers are 
sponsoring a research program— 
financed, controlled and adminis- 
tered by themselves—to reduce the 
costs of home building. 

More than 60 subscribers from 
20 states have made financial 
pledges. Additions to the complete 
list of subscribers named in the 
previous issue of AL&BPM are: 
J. F. Donahue, president, South 
Bend Lumber Co., Inc., South Bend, 
Ind.; H. A. Owsley, president, Ows- 
ley Lumber Co., Pensacola, Fla. 
and Willingham Sash & Door Co., 
Macon, Ga. 

Heading the Committee of One 
Hundred are the founders of the 
program: Clarence Thompson, 
Thompson Lumber Company, 
Champaign, IIll.; Ray Schaub, 
Northern Indiana Lumber and Coal 
Co., Whiting, Ind.; Norman P. 
Mason, president of the National 
Retail Lumber Dealers Association, 
has accepted the post of depository 
of funds. 

Below are listed a few of the 
many reasons why every forward- 
looking dealer should participate in 
this dealers’ research program to 
cut building costs. 

1. Dealers can multiply the value 
and effect of their research invest- 
ment by pooling their money in a 
common research fund. 

2. Research is necessary to keep 
ahead of other industries which are 
constantly researching better, more 
attractive and lower cost methods 
of serving the consumer. 

3. Dealers who generate con- 
struction sales through their ad- 
vertising can use the product of 
this research as selling tools. 

i. Of the two basic elements of 
cost—ecost of materials and cost of 
labor—the dealer controls the pri- 
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and_ regional 


ls 


nation-wide study indorsed 
associations 


x Rocasaes 


ON-SITE time studies will lead to definite savings. 


mary element—cost of the physical 
things in construction. He can use 
research to extend his control to 
labor costs. 

5. Dealers will be in a position 
to benefit from the use and appli- 


cation of the new _ techniques, 
methods, materials and equipment 
developed through research. 

6. The fact that labor costs alone 
have been reduced nearly 20 per- 
cent in the industry-engineered 
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home project indicates that further 
studies will effect additional sav- 
ings. 

7. While there are three basic 
construction systems required to 
house the country, (the hot-dry— 
the hot-moist, and the cool-and- 
cold areas) dealers in each region 
can learn from the research into 
the problems of the others. 

8. One hundred percent dealer 
control of this project assures 
every dollar will be spent for dealer 
benefit. 


9. Industry-engineered house 
construction costs with identical 
specifications range from $5,400 to 
$10,000. Research should provide 
the detailed answer to this puzzle. 

10. We have conclusive proof 
that research will lower the cost of 
homes and other light construction 
projects. Research will open up new 
and expanded markets for the 
dealer among lower income groups. 


11. The Committee of One Hun- 
dred will pledge that no dollar of 
this dealer research money will be 
spent unless there is an affirmative 
answer to two questions: (a) is it 
reasonably certain that the invest- 
ment of this money will result in 
a method of reducing the cost of 
constructing new homes, barns and 
other light construction products? 
and (b) will the investment tend 
to strengthen, sustain and perpetu- 
ate the business of retailing lumber 
and building products? 


LUMBER MEN 
SEEK LOWER 
HOME COSTS 


Study Backed by 
Retail Dealers 


An industry research. progra” 
designed to discover methods 
reducing housing costs was 
nounced yesterday by R 
Schaub, president- of the 
ern Indiana Lumber 
company, Whiting, and 
of @ group of retail | 
ers sponsoring the pre 

™ha retail group 

'v 100 < 








(From The Chicago Tribune) 





12. The most effective answer to 
the critics of the dealer and the 
home building industry is a demon- 
stration that the industry is doing 
something about providing a better 
end product at a lower cost. 

13. Research will assure the ut- 
most efficiency in the handling, 
delivery, assembly and site fabrica- 
tion of the materials and equip- 
ment the dealer sells for homes and 
other light construction. 

14. Dealer training and educa- 
tion programs at every level will 
be both inspired and implemented 
by the product of this research. 

15. The best research agencies 
in the country will be eager to 
make proposals to the Committee of 
One Hundred because it represents 
an industry, and because of the col- 
lective power-for-good of that in- 
dustry. 

16. The dealer will be able to 
secure preferred treatment from 
mortgage and installment financing 
agencies because he can offer bet- 
ter risks. 

17. There is every reason to be- 
lieve that research will tie contrac- 
tors and_ sub-contractors more 
closely to the dealer than ever 
before. 

18. The dealers will individually 
and collectively secure increased 
cooperation and support from man- 
ufacturers and wholesalers and 
their associations, especially those 






Mr. Ray Schaub 
Dealer Chairman 


Committee on Research into House 


Construction Cost Reduction 


who have research programs of 
their own, because the research of 
these factors, to be effective, must 
be locally administered by dealers, 


19. Manufacturers and whole- 
salers will be encouraged to con- 
tinue and increase investments in 
light construction product research 
because they are assured of dealer 
(a) investment, (b) participation, 
(c) support, (d) coordination, and 
(e) local administration of their 
discoveries. 


20. This program provides the 
most practical answer to rabid at- 
tacks and bitter accusations of the 
dealers’ enemies—the public hous- 
ers and political demagogues spon- 
soring government construction of 
houses and the elimination of 
middle men. 


21. Research always involves a 
certain element of risk, i.e. possible 
partial loss of experimental funds. 
Few individual dealers can afford 
to take such a gamble. Thus many 
worthy projects are never started. 
Collectively the dealers can under- 
take cost reduction research proj- 
ects that show real promise with 
all sharing the risk. 


22. Private enterprise, as repre- 
sented by participating dealers, 
will demonstrate a sense of respon- 
sibility to the public in pioneering 
new and improved materials and 
methods without waiting for and 
leaning upon government funds and 
agencies to do the job. 


: To: Date. 


Northern Indiana Lumber & Coal Company 


Whiting, Indiana 


| (we) hereby subscribe the sum of...................... dollars 
per year payable Sept. | each year for a period of three years. 

It is my (our) understanding that this money will be used solely and 
exclusively for research activities concerned with reducing the cost of 
building new individual houses and that | (we) will receive regular 


procedure and progress reports. 
Company 
Address 
Caer 


Title 


While no percentage or amount is mandatory for a dealer to par- 
ticipate in the research project, consider this research as business sur- 
vival insurance and worth at least as much as 25 per cent of your 


overall annual insurance expense. 
Make checks payable to— 


Mr. Norman Mason, Trustee 
Committee on Research into House Construction Cost 


Reduction 


Wm. P. Proctor Company 
North Chelmsford, Massachusetts 
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Prizes Awarded by National- 
American Wholesale Lumber 
Association 


Top award essays go to young dark horses who 
stress need for wholesaling in America’s future 


ASH PRIZES totaling $1,500 

have been distributed to 24 
winners of the Essay contest spons- 
ored by the National Association of 
Wholesalers, 200 Fifth Avenue, 
New York. Many professors of 
marketing took time to prepare en- 
tries but top prizes went to young 
men, two of them students. 

The first and second prizes were 
presented by Congressman Everett 
Dirksen during the banquet of the 
d6th Annual Meeting of the Na- 
tional-American Wholesale Lumber 
Association held at the Edgewater 
Beach Hotel, Chicago on the eve- 
ning of June 1. The National- 
American is one of the founding 
members of the National Associa- 
tion of Wholesalers. 

The National Association of 
Wholesalers decided to sponsor the 
contest in order to bring the litera- 
ture on wholesaling up to date. A 
survey had previously shown only 
one textbook was available on the 
subject for use in marketing 
courses in colleges and universities. 
That was written more than 20 
years ago. 

First prize of $500 was awarded 
to Stahrl Edmunds, 31, 5051 Al- 
drich Avenue South, Minneapolis, 
Minn., an economic analyst for the 
Northwestern National Life Insur- 
ance Company, Minneapolis. Mr. 
Edmunds’ paper was entitled, On 
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Wholesaling’s Future—The Coming 
America. 


QUOTES FROM MR. EDMUNDS 

“ .. SHOULD economic concen- 
tration extend throughout the mar- 
keting as well as the manufactur- 
ing field in the United States, there 
would be stresses and pressures 
would ultimately lead to some form 
of government control, if not regi- 
mentation. ... 


“When the wholesale establish- 
ments of the United States have 
had more of an opportunity to 
provide intensive market assist- 
ance to the small retailer, there is 
little doubt but what the independ- 
ent wholesale-retail method of dis- 
tribution will far out-compete the 
marketing combines now appearing 
in the form of manufacturer out- 
lets and chains. This is true be- 
cause the point at issue is not, as 
we have seen, one of distribution 
costs, but is rather one of a hu- 
man, personalized distribution 
service as opposed to market con- 
trol... 


“It is not an overstatement to 
conclude that every citizen in the 
United States has a stake in the 
future of wholesaling; for in that 
future is involved, to each of us, a 
way of life.” 

Second prize of $250 went to 


Bruno Tiz, 25, of 7525 St. Lawr- 


REPRESENTATIVE DIRKSEN of IIli- 

nois, left, presents Stahrl Edmunds of 

Minneapolis with first prize check as 

President Turner of the National-Ameri- 

can Wholesale Lumber Association looks 
on. 


ence Avenue, Chicago, IIl., an eve- 
ning student at Northwestern Uni- 
versity, who is employed in the 
Marketing Service Department, 
Shell Oil Company, Chicago. Mr. 
Tiz’ essay, described as a masterful 
summary by-.the judges, was en- 
titled, Recent Changes Made by the 
Wholesalers of Consumer Goods. 


QUOTES FROM MR. TIZ 

“THE good wholesaler, by virtue 
of his knowledge of retailing, is an 
interpreter of public demand. He 
gives aid to the retailer in the 
form of advice as to the most ef- 
fective merchandising techniques 
such as store layouts and dealer 
displays. . 

“The granting of credit to the 
retailer who otherwise would be 
unable to begin or continue his 
business is another important serv- 
ice performed by the wholesaler. 
Manufacturers are often unable or 
unwilling to grant credit to retail- 
ers. This is especially true in pe- 
riods of depressions.” 

The third prize of $150 was 
awarded to William John Regan of 
Concord, Calif., who prepared his 
paper while studying at the Gradu- 
ate School of Business Administra- 
tion, University of California, 
Berkeley. His essay was entitled, 
The Wholesaler—An Economic Ne- 
cessity. 

QUOTES FROM MR. REGAN 

“STABILIZATION of production 
may be achieved through closer co- 
operation and not only will market- 
ing costs be lowered, but also pro- 
duction costs. The individual can 
always improve his competitive po- 
sition, but it requires the concerted 
attention of all parties to accom- 
plish constructive achievements 
for the entire distribution system. 

“The value of the wholesalers to 
the marketing scene is determined 
by the aggregate sum of the whole- 
salers’ contributions, many of 
which are not physically measur- 
able. The efficiency of the entire 
channel of distribution is judged 
also by the totality of its success in 
reducing the costs of apportioning 
the productive creations of the na- 
tion in accordance with the most 
insistent desires of the people. 

“It is predicted that marketing 
costs will continue to be performed 
more economically, and that the 
wholesalers will continue to con- 
tribute to these economies.” 
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Russell E. Hobgood has coupled 
effective advertising with com- 
plete home builders’ service to 
do a job in Jackson 















SEVERELY PLAIN, yet modern, the open front of Home Builders Supply 
Co. is an invitation to shop. Former store is a decided architectural contrast. 
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Consumer Service Spells Success | fo 


ONTROLLING THE NEW houses, woodworking shop and yard 






























mahogany laminated paneling; Harry 
home sale from start to occupy eight acres. A 250-ft. spur the walls are random width celo- this | 
finish provides an important part track allows for six-car storage. tex planking with hardboard Home 
of the overall volume enjoyed by The new store, which has a sales wainscoating; sheetrock is used not off 
the Home Builders Supply Co., area of 45x61, is diagonally across inside the drafting room and and $s 
operated by Master Merchant the street from the site occupied aluminum siding outside; the at- proxin 
Russell E. Hobgood in Jackson, by the old store. Pictures with tractive service counter is of contra 
Miss. this article indicate the difference masonite. compa 
Mr. Hobgood, who has a force between the old and new merchan- Attractive islands with chrome- ple it 
of six to 12 mechanics on his staff, dising establishments. trimmed circular edges were fab- own | 
also operates a complete mainte- The new store is carefully de- ricated in the Home Builders Sup- tion a 
nance and repair department partmentalized for the greatest ply Company’s own shop. Some vision 
which services almost 100 pieces eye and sales appeal. Practical of these islands are trimmed with const 
of rental property on an annual application | of numerous building hardboards at both ends with the Wh 
basis with call contracts with materials in the construction of center section arranged for open owne} 
more than a score of others plus the store affords would-be buyers shelves. One corner of the store of his 
wind, storm and fire damage re- an excellent aid in solving their is devoted to paints, brushes and Co. 
pair contracts with several insur- own construction problems. A companion items.  Attractively- build 
ance companies. roofing display, for example, is in- displayed consumer literature is state 
corporated in the outside wall of placed on top these cabinets. are : 
GOOD LOCATION the drafting room office. Mr. Hob- A SEPARATE room is devoted to prosp 
To PROVIDE these _ services, good’s private office is of celotex drawing custom house plans. Tw 
Mr. Hobgood has built an attrac- signe 
tive place of business which is in ply | 


the geographic center of the Mis- 
sissippi capital and only eight 
blocks from the shopping center 
of the city. The store, ware- 







CONSUMER COUNTER of masonite has 


led to many customer queries. 


OPEN SHELF display island with chrome- 
trimmed circular edges is typical of islands 
manufactured in company’s own shop. 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 
One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
tured in the series, but @ sufficiently lerge number of 
them meet the exacting requirements so thet it will tele 
many months to cover them a! 
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Jackson, Miss., also shown on cover. 





Harry W. Stewart is in charge of 
this department. Incidentally, 
Home Builders Supply Co. does 
not offer free plan service. Plans 
and specifications amount to ap- 
proximately 1% percent of the 
contractor’s fee for the job. The 
company also cooperates with peo- 
ple interested in building their 
own homes by laying the founda- 
tion and providing general super- 
vision under the help of one of its 
construction superintendents. 
When the _ prospective home 
owner does not have a contractor 
of his own, Home Builders Supply 
Co. is prepared to recommend 
builders to do the job. Real es- 
state connections of the company 
are available to further aid the 
prospective home builder. 
Two-bedroom homes being de- 
signed by the Home Builders Sup- 
ply Co. are selling for approxi- 

















MASTER MERCHANT Russell E. Hobgood, 


for Mississi 





















pi Master Merchant 


mately $8,300; three-bedroom de- 
signs, about $9,500. One feature 
of these homes are the double 
closets in each bedroom. Each 
home has a separate dining space; 
bookeases and china cabinets are 
used to separate this room from 
the living area. Space heaters 
are sold for most of these houses; 
because of the temperate climate 
no basements are built. Storage 
space is provided in the garage. 

The woodworking shop _ has 
equipment for special cabinet 
work and custom work such as 
built-in bookcases, corner cabinets 
and the like. Portable equipment 
for on-side job cutting enables the 
company to do many jobs that 
would be impossible otherwise. 

A completely equipped wood- 
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PAINT CORNER encourages customers to 


working shop operated by Home 
Builders’ furnishes bookcases, 
kitchen cabinets, corner cabinets 
and similar types of custom work. 


WRITES PERSONAL COLUMN 


TO STIMULATE consumer inter: 
est, Mr. Hobgood carries out a 
regular advertising program built 
around Jackson’s two daily news- 
papers. The most interesting and 
important feature of this program 
is Mr. Hobgood’s own _ personal 
column which goes under’ the 
name of Hobgood Highlights on 
Home’ Building. This column, 
headed by a cartoon of Mr. Hob- 
good astride a hobby horse, usu- 
ally consists of tips to home own- 
ers on how to service and care 
for their own property. The col- 


look around for themselves. 


ATTRACTIVE roofing exhibit near office 


entrance is an attention-getter. 





27 








HARRY W. STEWART draws 
custom plans for Hobgood cus- 
tomers. 
PORTABLE EQUIPMENT like 
this saw in the foreground is 
utilized for on-site construction. 
Bedroom addition is under con- 
struction here. 


TWO-BEDROOM HOMES like 
these sell for approximately 
$8,500. 


umn invariably ends with a joke 
or two. Comments on this column, 
which supplements the company’s 
advertising, has proved its atten- 
tion-getting value. 

Two local motion picture houses 
are used to carry the name of 
Home Builders Supply Company to 
movie goers. The brief advertise- 
ments used in connection with 
these programs covering paints, 
roofing and general building ma- 
terials, are changed every month. 
Direct mail is used _ seasonally. 
Garden club and women’s club 
lists to which Mrs. Hobgood has 
access aS a member of these or- 
ganizations, are used for mailing 
purposes. In turn, each club mem- 
ber receives an attractive metal cal- 
endar with the company’s imprint. 
Roughly 2 percent of the annual 
gross is spent for advertising. 

Although the regular store hours 
are from 8 to 5:30 p. m., the store 
remains open two additional hours 
on Wednesday evening as a service 
to. home owners and consumers 
with various types of building 
problems. 

Installation of linoleum and attic 
fans are among the specialty serv- 
ices offered by Home Builders. 


As indicated previously, remodel- 
ing and repair constitute an impor- 
tant part of the overall business. 
One of the major remodeling jobs 
undertaken turned a private resi- 
dence into a clinic for four doctors 
with separate apartments of three 
rooms each. Adding porches and 
turning single-family homes into 
duplexes are also part of Home 
Builders’ diversified work. 


GOOD SERVICE 


“IF WE HAVEN’T got it, we'll get 
it, if it can be built or repaired 
we'll do it. Our trucks will pass 
your house tomorrow.” That is 
part of Home Builders’ service ad- 
vertised in the daily press. 


WOODWORKING SHOP is equipped 

with rip saw, drill presses, joiner and 

shaper and other equipment necessary for 
the job at hand. 


OUTSTANDING remodeling job was the 

conversion of this residence into a clinic 

for four doctors providing four apart- 
ments of three rooms each. 


Like most Master Merchants, Mr. 
Hobgood is active in civic and com- 
munity affairs. He is a member 
of the board of directors of the 
Boys’ Club and is chairman of the 
health and safety committee of the 
regional Boy Scout organization in 
addition to taking an active part 
in Shrine and Masonic work. He 
is a member of the Exchange Club 
and is one of the grand officers of 
the United Commercial Travelers 
organization. 


One of the Hobgood Highlights 
columns emphasized the wide variety 
of materials and services available at 
Home Builders Supply Co. The list 
included the following: 


Home Builders Advertising Spotlights Available Products 


LUMBER 
Siding 
Boards 
Dimension 
Flooring 
Pickets 
Molding 
Shelving 


DESIGNING AND PLAN SERVICE 
Individual plans 
Stock plans 
MILLWORK 
Doors 
China cabinets 


Cupboard doors 
Garage doors 
Glass 

Ironing boards 
Lawn furniture 
Mirrored doors 
Phone cabinets 
Windows 


4. PAINTS 
Barn paint 
lue 
House paint 
Linseed oil 
(Continued on page 62) 
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Analyzing Business Trends 





Building Material Stocks vs 1929 Peak 


Prices are as of close of June 28, 1948 
PITTS. PLATE GLASS SHERWIN-WILLIAMS U. S. GYPSUM ALPHA PORTLAND 








ipped 

r and 

ry for WIDE FLUCTUATIONS IN INVEN- 
TORIES reflect increased production in 
glass and gypsum, less sales in paint b, \ 1929 Peck 
than anticipated, and record usage of uw 
cement and flooring in new construc- 
tion. Other shortages indicate how 

as the sarcity of steel affects secondary users. pod 


clinic of 1929 Peak 
apart- CI 
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Building Material Prices 


Wholesale Prices of Building Materials in the 
United States, !913-1948 

| PETUTETtr rrr rir yy] BUILDING MATERIAL PRICES at 
| \ the wholesale level are a good reflection 
I of the industry picture. They show ap- 
proximately the same percent of in- 
| wo : ~ crease as manufacturers’ and retailers’ 
fp we prices. 

100-1} 1 
80-4 
60! 
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| Source of Data: United States Bureau of Labor Statistics 
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Nation's Business—First: 6 Months 


INDUSTRIAL PRODUCTION DEPARTMENT a SALES 
INDEX (1935-39 = 100) (1935-39 - 


BUILDING CONSTRUCTION FIG- kc RE 1943295 0° 
URES show tremendous start the indus- Looe ee ee erermaenoesireon Co 


“we . —— re 1946—253. 
ry got off to the first six months of = eee LIZETELILIZIZZZZEZZZZZED 
1948. Lack of Title VI financing and BUILDING CONSTRUCTIONt 

it~] STEEL PRODUCTION (Source of Date: F. W. Dodge Corp.) 
normally fewer starts in second half of | tot 13 100000 fons 1948—$3831,607 000 
year are expected to bring total con- (9A7 4239855) tone 1947 $2,887 575,000 
struction for 1948 somewhere in line SS Se. 
with 1947, 1m Ne ULZLZZZZZZZ ZILLA 


RAILROAD CARLOADINGS Stock SALES 


w York Stock Exchange} 
1948—20,800,000 cars* 1948—168, 315 502 shares 


EIEN cars i ateelt: § 369, £56 shares 

CTE | i: acide 
met ony cars 1946-194, 820103 _ 
ae (LLZZZAZZTTZT TILL LLL LLL 


* June Partly Estimated Capyrseht 1908 My The Cancane Trrteney _t First Five Months Only RAL. 
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Remodeled store — perpetual inventory system — more consumer 
services — are part of a planned program to add sales dollars 
to the till of Red Mill Lumber Co. in Traverse City, Michigan 


Pointing Toward the Future 








THIS shows how 
the company’s ex- 


x - fore and after the 


remodeling pi o0- 


gram. Plate glass 

windows open the 

entire store to 
shoppers. 


-HIRTEEN is considered an unlucky number by 

some people. 

For Robert A. Dean, his associates and customers, 
that number will remain a memorable milestone in 
the history of the Red Mill Lumber Co. in Traverse 
City, Mich. 

It was just 13 years ago that the Red Mill Lumber 
Co. was founded by Mr. Dean, and his associates. This 
year in June the company opened its remodeled office 
and display room to the public. The event was cele- 
brated by a six-page supplement in the Traverse City 


NOTE the built-in display areas for fireplace equipment below 
the 20-foot long knotty-pine sales counter. 
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terior looked be- 


Record-Eagle in which one feature was a complimen- 
tary ad by the three other lumber yards in Traverse 
City. Valuable attendance gifts totaling $450 in 
merchandise were awarded to the 2,500 customers 
visiting the store on opening days. 

They. found a store completely opened along an 
80-foot front by plate glass picture windows. The 
upstairs display room had been moved downstairs 
into what was formerly the woodworking shop; the 
quarters occupied by the woodworking shop were en- 
tirely remodeled into a modern office and display space 
and the woodworking shop (30x80) was moved to 
the rear. The four men employed in the woodworking 
shop aided in the remodeling job building most of the 
shelves, counters and islands. 


ATTRACTIVE INTERIOR 


THE STORE interior is attractively lined with knotty 
white pine paneling, natural finish to give maximum 
light reflection; the ceiling is insulating tile for in- 
sulation and soundproof purposes; the counter also 
knotty pine to harmonize with the wall treatment. 
Three banks of semi-concealed fluorescent lights run 
the entire length of the ceiling. Wall space is utilized 
effectively to display roofing, siding and millwork. 

Sales activity is concentrated along a 20-foot coun- 
ter equipped with two telephones to handle incom- 
ing orders while an intercommunications system with 
15 outlets saves time for customers and employes 
alike. 

The newly-built offices adjoin the sales and display 
room. These consist of a large cedar-lined bookkeep- 
ing room and two private offices for the management. 
Private offices have painted ceilings and woodwork of 
deep colors while the walls are covered with striated 
plywood in patterned designs painted to harmonize 
with the mahogany partitions and asphalt tile floors. 

Although these physical changes were obvious to 
the visitor, they were merely part of an overall plan 
by Mr. Dean to modernize the entire yard layout. He 


Bonus and Vacation Schedule 


Employe benefits are outlined by mimeographed 
sheets placed in the hands of each worker. Although 
the bonus schedule is dependent upon profits, each em- 
ploye is assured a share in these profits. 

After one year of employment each employe receives 
$50. An additional $50 bonus is paid for each year of 
employment until a maximum of $500 per year is reached. 

The vacation schedule provides for 5!/. days with pay 
at the end of the first year of employment and two 5!/- 
day weeks with pay for all employes after five years. 
Sick leave is granted on this same basis. After the first 
six months every employe is covered by Blue Cross hos- 
pital and surgical insurance for themselves and members 
of their families. 
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R. S. McCOY, cen- 
ter, secretary-treas- 
urer of the com- 
pany, serves a 
customer. 
INTERCOM sys- 
tem with 15 out- 
lets is convenient 
to the cash reg- 
ister. 


began his store planning several years ago by culling 
the best ideas from trade journals for a perpetual 
file. Scarcity of materials had prevented an earlier 
expansion. 

However, in 1946 a warehouse (100x102) was com- 
pleted, giving the firm an additional 10,000 square 
feet of storage space. Two quonset warehouses 
(40x100) were built. The firm’s advertising program 
was stepped up; a move was made toward depart- 
mentalization and a perpetual inventory system was 
adopted. 


STRONGER COMPETITIVE POSITION 


ALL of these innovations, plus the physical trans- 
formation of the old store, have placed the Traverse 
City concern in a stroger position to capture and 
hold additional sales volume. Mr. Dean is already 
convinced that departmentalization of his business is 
a good thing; he knows that his paint sales for June 
were 60 percent ahead of June, 1947. His new ac- 
counting system is set up to handle itemized monthly 
statements. Invoice copies of each sale are mailed to 
customers at the end of each business day with a final 
statement at the end of the month, 


i 


MILLWORK, roofing and kitchen cabinet displays assist 
Customer in deciding what he needs and how it will look. 
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“This system,” says Mr. Dean, “has been installed 
to give the customer as much service financially as 
possible. I believe the more you can help a customer 
the better customer he will be.” 

This service extends not only to product displays 
which made it easy for the customer to select what 
he needs for a particular job, but to a custom plan 
service for the prospective home owner and to con- 
tractors and builders who are responsible for 40 per- 
cent of Red Mill’s dollar volume. A draftsman is 
employed by the company. Close contact with con- 
tractors makes it possible for the Red Mill Lumber Co. 
to recommend a reliable builder to the home prospect. 

In the geographical center of a resort and farm- 
ing area in northern Michigan, the Red Mill Lumber 
Co. attracts consumers within a 40-mile radius. An 
advertising budget of approximately $3,000 is concen- 
trated in city and county newspapers and radio. The 
selling copy concentrates on products and services 
rather than price. Mr. Dean believes advertising 
should be consistent to be effective. He maintained in- 
stitutional advertising throughout the war to keep 
his name before the public. 


DOLLAR SALES BREAKDOWN 


DOLLAR sales breakdown indicates that urban con- 
sumers are second only to contractors and builders, 
being responsible for 35 percent of Red Mill Lumber 
Co.’s gross sales; farmers 15 percent and industrial 
buyers 10 percent. 

Average markup for most of Red Mill Lumber Co.’s 
building products is 40 percent; percentage of sales to 
inventory is 7.604 times; percentage of net income 
before taxes to gross is 8.16 percent; percentage of 
operating expenses, less income taxes, to gross sales, 
18.56 percent; percentage of sales to paid-in capital is 
11.3 times; percentage of profit to paid in capital is 
100 percent before deducting income taxes. As an ex- 
planation to this latter figure, Red Mill Lumber Co. 
invested an additional $25,000 to its paid-in capital 
after the close of its fiscal year. Its surplus has been 
allowed to increase until it is 65 percent of its paid-in 
capital today; it will be allowed to increase until it is 
150 percent of the paid-in capital figure. 

Mr. Dean heads the corporation. Leonard F. Babel 
is vice-president in charge of outside operations and 
Robert S. McCoy is secretary-treasurer. Pleasant 
working conditions coupled with a generous bonus 
plan and other incentives have enabled Mr. Dean to 
build up a capable staff numbering 25 employes, many 
of whom were on the payroll prior to the war. 





ROBERT A. DEAN, left, president of Red Mill Lumber Co., 


talks over home plans with two prospects. 
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You Can't Keep Score Without = |: 
of stor 
of mate 
core Car nak 
Subs 
porary 
have t 
‘ specula 
Perpetual inventory systems tell you at a glance how much soon ea 
of every item you have on hand, when to reorder and when - 
. . e 
you are getting overstocked. Works for big yards and small ' pha 
operate 
charge 
out of 
P®0BLEMS INVOLVED in keep- pared to too slow a turnover adds writing up an accurate ticket on the co: 
ing inventory records is an- dollars to the cost of doing busi- every item that moves in or out of § terial. 
other one of those management op- ness. And those dollars of neces- stock. Otherwise the system will § comes 
erations that can take percentage sity come out of net profit. soon become meaningless. ends. 
points from the cost-of-doing-busi- Modern inventory controls do not Also retail practice has shown Per} 
ness column and add them to the automatically provide all the an- that definite policies should be es- § wise | 
net-profit column without extra swers. Management must see that tablished and adhered to on such § stickir 
cost. It is not done with mirrors, postings are kept up to date. In a matters as speculative buying, sub- ter of 
either, but with one of the up-to- retail lumber store one method is stitutions, scrap (as when material § ihe sa 
the-minute visual systems of per- to post certain items on the same is taken out of inventory to the specul 
petual inventory that takes the day every week: nails and bolts on woodworking shop), and brands. Wh 
guess work out of when to order, Monday, dimension on Tuesdays, Perpetual inventory systems in J cog: 
tells you in the flick of a card how wallboard on Wednesdays, and so operation have shown that specula- sate 
much of an item you have on hand, on so that every item is posted at tive buying to gain a price advan- re . 
and flashes a warning when your least once a week. tage often costs the dealer more § “"“ 
inventory is getting too heavy. Management must see to it that than it saves him. Savings in buy- § “hich 
The accompanying chart shows every employe appreciates the value ing price on excessive stock is soon much 
how unbalanced inventories as com- of the system and the necessity for eaten up by the tying up of in- Ma 
found 
not 01 
cut di 
in on 
order 
ANNUAL reduced goods 
$3,000 Costs with 
CARRYING + reduced Costs Costs of th 
COSTS $1,000 vedaced reduced ods a 
Seen 900 $300 As 
5 i ff REY) Fares see 
NUMBER OF STOCK ia 
TURNS PER YEAR 2 turns  4turns Grurns  Srurns 10 turns — 
“= - —- justn 
$16,667 $12,508 $10,008 medi 
$25,008 Canital inver 
same -—_ Caphal released rhe 
INVENTORY ses ; Capital released $2,500 me 
as released $4,167 into 
INVESTMENT os va released “ne 
| $25,000 $8,333 ave 
ON ANNUAL SALE : of tl 
OF GOODS COSTING Copyrighted, Remington-Rand, Inc. Vi 
' cont: 
$100,000 Capital toda 
lreleased _ 
$50 000 Tremendous profit-building forces are released mors 
. by maintaining closer control over inventory lum] 
Leek and improving turnover. The chart above shows h 
as. what can be accomplished in any business, large anc 
(= or small. lum 
cove 
On an annual sale of goods costing $100,000—if only one turnover is secured—$100,000 of evey 
capital must be invested and cost of carrying the inventory amounts to at least $12,000. See it 
what happens when the turnover rate is increased from one to two. $50,000 of capital is en 
released for other profitable use and an annual saving of $6,000 is effected. With a turnover of and 
six—a possible achievement in most lines of business—capital investment is reduced to $16,667 and 
and annual carrying costs are cut to $2,000. Why not apply these figures to your own sales ss 
volume as an experiment? Wis 
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vested capital, by the additional in- 
qurance required, by the tying up 
of storage space and the overflow 
of material into working areas with 
sulting inefficiencies in operation. 

Substitutions to gain a _ tem- 
rary price advantage generally 
have the same disadvantages as 
speculative buying. The extra costs 
jon eat up any savings in purchase 
price. 

If perpetual inventory is going to 
be effective in a retail yard that also 
operates a Shop, the shop must be 
charged with every item it takes 
out of inventory and it must bear 
the cost of left over pieces of ma- 
terial. Otherwise inventory be- 
comes burdened with odds and 
ends. 

Perpetual inventory suggest the 
wise choice of brands and then 
sticking to these brands as a mat- 
ter of policy. The reasons are much 
the same as those for bewaring of 
speculative buying or substitutions. 

Whereas the above factors are 
necessary to make perpetual inven- 
tory work, they are also factors 
which materially affect profit and 
which perpetual inventory makes 
much easier to control. 

Many users of the system have 
found that bookkeeping expense has 
not only not increased but has been 
cut down. A combination of cards 
in one tray can be used to record 
orders, receipt of goods, outgo of 
goods and total sales by months, 
with space to keep permanent parts 
of the record on one card for peri- 
ods as long as 14 years. 

Aside from day to day value, 
concerns which experience fire 
loss have found that insurance ad- 
justments can be settled almost im- 
mediately on the basis of perpetual 
inventory records. Statistics show 
40 percent of the firms that suffer 
complete fire loss do not go back 
into business because they did not 
have up-to-date records at the time 
of the loss. 

Visual methods of perpetual stock 
Control are being used to advantage 
today both in stores which handle 
more items than the average retail 
lumber merchant, and in stores 
handling fewer items. Many retail 
lumber merchants have already dis- 
tovered the advantages of knowing 
‘very day just how much of every 
item of stock they have on hand, 
and using this knowledge to plan 


and operate their business more 
Wisely, 
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THATS /T/ CHROMTRIM \S IUST THE THING FOR 
MY GLOOMY KITCHEN SHELVES --- I’LL 
SEND FOR cWROMTEIM “TRIM-IDEAS” RIGHT AWAY / 


eg oe 
TH 
DEALER'S ADDRESS 
MY COPY 
“TRIM- IDEAS“ 


JUST FH OMT 
SAID i WOULD BE AND 


SURE ENOUGH THE MOULDINGS © 
oe * CUT AND 


Ss FAS 
eS 


Cy 


THERE'S ue DISPLAY — 


\ 

















CAN YOU HELP ME % I HELPED 
MYSELF TO CWROMTRIM FROM 
THAT WONDERFUL DISPLAY 
OVER THERE. BUT I DO 
NEED SOME LINOLEUM ANDee. 











CABINET LOOK LIKE NEW 
++ AND SO EASY TO DO. 
WHAT DO YOU SAY WE 

MODERNIZE THE WHOLE 
ae KITCHEN WITH CHROMTRIM 2 


RIGHT YOU ARE. 
CHROMTRIM MADE THE 





or T WORRY, 
> U WILL. WE'RE 
HERE YOU ARE, s\ i CHROMTRIMMMING 
TILE «0 PAINT owe ag \\ ae THE BASEMENT 
WALLBOARD --- Next / 
ABT SHe OA. 


I HOPE I'LL 
SEE YOU wit HAPPEN 
AGAIN. TO YOU, TOO, 


—— ER. 
see EA 


FOR MAXIMUM arte on MINIMUM 
INVESTMENT feature CHROMTRIM’S ‘8/60 DEAL” 


HERE'S THE OFFER: 




















Nationally Distributed 


R. D. WERNER CO., INC., 295 FIFTH AVENUE, NEW YORK 16, N. Y. 
IN CANADA: R. D. WERNER COMPANY, LTD., PORT DALHOUSIE, ONT 


Yes, | want to be listed as a Chromtrim dealer and receive all the free promotional 
material along with my Chromtrim “8/60 Deal” at $59.50 ea. Dep’t AL-731 


complete Chromtrim “8/60” deal(s) at $59.50 ea. 


























WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
STICKS AND STAYS Pur it WORKS BETTER. 
| 


aR, 





Most dealers report: 4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





























gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells.so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


( Here's the one that \ 
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” ET ’ DURHAM 
year.” What’s more, COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 








ATTENTION! 


YARD MANAGERS 


DON’T WORK EXTRA 
TONIGHT 


Send that plan to us for personal. ’ 
ized changes. Fees as low as $25.00 
paid by your customer. Quick serv- 
ice. No added expense to your 
overhead. 


WRITE FOR DETAILS. 


Lumberman’s 


+ 
Plan Service 
120 Machin St., Peoria 5, Ill. 
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Can You Top Their Record? 





Four companies, represented by the executives pictured below, 


have been AMERICAN LUMBERMAN subscribers for a total of 


206 years. 


These top company executives, typical of our long-term readers, 
recognize AMERICAN LUMBERMAN as the foremost authority 


in the light construction field for the building products merchant. 


We plan to honor our long-term readers in our special 75th 
Anniversary Issue, September 11. If you have been a subscriber 
to AMERICAN LUMBERMAN for at least 25 years, please send 
us your name and tell us when you subscribed. 


The 10 longest-term readers who send in their names will 
receive life-time subscriptions. Send your entry to AMERICAN 
LUMBERMAN, c/o 75th Anniversary Editor, 139 North Clark 


Street, Chicago 2, Ill. 





W. D. Harrigan, 
Sr. 


W. D. HARRIGAN, SR.., presi- 
dent, Scotch Lumber Co., Fulton, 
Ala. Writes T. H. O’Melia, vice- 
president of the company: “The 
date 1896 is significant in that 
not only did our subscription to 
your paper begin with that year, 
but also in that year the present 
Scotch Lumber Company was in- 
corporated in Alabama with the 
principal office here in Fulton. A 
fact, incidentally, which has been 
the theme of our A. L. advertising 
program for the past two years.” 


A. M. Campbell 





A. M. CAMPBELL, director of 
the Scott Graff Company, Duluth, 
Minn., and a member of the firm 
for 56 years. Mr. Campbell, who 
is in charge of the company’s 
lumber department, recalls mak- 
ing his first lumber deliveries in 
wheelbarrows. Writes Elsie M. 
Melby, secretary-treasurer: “‘We 
wish to extend our congratulations 


to you. To celebrate a 75th year 
is indeed an occasion. All of the 
officers of the Scott Graff Com- 
pany have _ enjoyed reading 
AMERICAN LUMBERMAN and 
have found it most helpful. If it 
happens to come in a day late, it 
is missed.”’ 


E. L. Kurth, Sr. 





E. L. KURTH, SR., president 
and general manager, Angelina 
County Lumber Co., Keltys, Tex., 
a reader of AMERICAN LUM- 
BERMAN for 50 years. His com- 
pany has been a subscriber for 
52 years. 








Leroy H. Stanton, 
Sr. 























LEROY H. STANTON, SR., 
president, E. J. Stanton & Son, 
Inc., Los Angeles, Calif., a reader 
of AMERICAN LUMBERMAN 
for more than 30 years. His firm 
has been an AMERICAN LUM- 
BERMAN subscriber since 1898. 
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- PRECEDING ARTICLES, 

various construction elements 
have been separated, analyzed, and 
both amount of material and hours 
of labor have been developed on a 
unit basis. This information, when 
entered on the 3x5” price card in- 
dex file, provides ready reference 
to the dealer’s estimator, and en- 
ables the rapid yet accurate assem- 
bly of the completed price to the 
consumer. In order to make these 
unit prices complete, surface treat- 
ment and finish are essential. In 
this article, the methods of cost 
finding and the addition of any of 
the many surface treatments to the 
previously packaged units will be 
explained. 

In ever increasing numbers, 
building material merchants are 
adding a paint and wallpaper de- 
partment to their establishments. It 
is logical that they do so, for sev- 
eral reasons: 


1) It promotes the one stop 
service principle. 

2) It increases the dealer’s dol- 
lar sales volume. 

3) It enhances the dealer’s dis- 

play possibilities. 
4) It enables the consumer to 
Include the cost in his financing 
program as part of the material 
and labor costs for his home or 
property improvement. 

5) It brings to the dealer the op- 
portunity of developing new con- 
tractor associates who, in return 
for his cooperation, will reciprocate 
by recommending his company and 
furnish leads for increased sales. 

6) The painting contractors will 
benefit by having adequate stocks 
dailable, without inventory invest- 
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Unit Price Estimating 


and Wallpaper 
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ment on their part, suitable display 
facilities, and the added prestige of 
the dealer’s reputation and respon- 
sibility. 

7) Paint manufacturers and dis- 
tributors welcome the addition of a 
dealer’s paint and decorating de- 
partment and will assist him in 
planning exhibits, arriving at mini- 
mum quick turnover inventories, 
and prompt replenishment service; 
and most important, help sales by 
national and local advertising. 

8) Impetus is given to the sale 
of related items. A paint customer 
is also a prospect for brushes, 
scrapers, putty, nails, moldings, 
cabinets, ete. 


DEALER CONSIDERATIONS 


BEFORE the actual estimating and 
pricing of paint and related sur- 
face treatment is considered, it 
will be helpful to examine the over- 
all problem which faces every 
dealer who contemplates the addi- 
tion of this important department 
to his business and the decisions 
which he will have to make. The 
problem consists of several phases. 
Some are mentioned here. 

The dealer should investigate 
those outstanding nationally known 
manufacturers who are not yet rep- 
resented in his local market. If 
there are several, he should inter- 
view their representatives to as- 
certain the scope of their national 
advertising, dealer helps, public 


acceptance, and the completeness of 
their lines of finishes. 

The dealer must bear in mind 
that there are two classes of trade 
which he can cultivate, the extent 
of either will depend on his loca- 
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tion and display facilities. 

Class one is the over-counter 
trade to the home owner who in- 
tends to do his own work, particu- 
larly on repairs and property im- 
provements. This channel is highly 
profitable, provided the dealer’s lo- 
cation lends itself to easy access, 
and that his display facilities ex- 
pose the over-counter shopper to 
the purchase of related items. The 
inventory packaging; i.e., size of 
containers, etc., must be fashioned 
to meet this type of consumer de- 
mand. 

Class two is the professional 
painting contractor. He buys in 
quantities, knows what he wants, 
usually asks for large size contain- 
ers and expects a definite price dif- 
ferential. To provide an easy way 
to accomplish this, the manufac- 
turers usually make available a spe- 
cially labeled painter’s line and 
with discount price lists for the 
dealer. 

It should be understood that 
when reference is made to paint, 
this includes all types, interior and 
exterior, varnishes, stains, shellac, 
oil, turps, thinners, and the water 
type emulsion finishes, putties, fil- 
lers, paint removers, etc. 


LOCATION GOVERNS INVENTORY 


DEALER’S market location, 
whether urban, suburban, or rural, 
will determine the types of paint 
to be inventoried. For instance, in 
rural areas, the consumption of 
barn, implement and rust inhibitive 
paints greatly exceeds that of ur- 
ban areas. In industrial districts, 
spray type paints for factory in- 
teriors, as well as color planning to 
relieve eye strain and to minimize 
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accidents by identifying machinery, 
ducts, walls, etce., by technical color 
dynamics require stocks which 
would find relatively small demand 
in rural areas. 

The many nationally established 
manufacturers are well versed in 
these variances and the dealer 
should solicit their advice and 
counsel when planning his stocks 
and sales promotional activities. It 
is quite obvious that the dealer 
should select some one from his 
staff who will familiarize himself 
with the products, their function, 


coverage, applicability for any 
given purpose. 
Several leading manufacturers, 


recognizing the dealer’s problem, 
have prepared simple guides which 
explain these many variations of 
surface preparation and subsequent 
treatments. The dealer’s salesman 
should carefully study and, if pos- 
sible, commit to memory the defi- 
nite rules and precautions so listed 
by the maker in order to insure 
customer satisfaction. 


INTERIOR FINISHES 


INTERIOR finishes cover a very 
broad field and each should be given 
careful attention and divided into 
systems. For example, interior 
wood trim might easily be finished 
with either flat, semi-gloss, enamel, 
varnish stain, stain and varnish, 
filler stain and varnish, filler stain 
shellac and wax, etc. The type of 
job and the architect’s specification 
will determine and prescribe finish, 
color, number of coats, etc. 


The local dealer must select only 
those finish systems which are most 
popular in his market and develop 
his unit price requests to his asso- 
ciate painting contractors together 
with his material prices so that 
they may be enabled to give a 
complete unit price. See Tables I 
and II, 

Because it is difficult to reconcile 
either material quantities or labor 
costs from a 100 sq. ft. or an hourly 
basis to enable the estimator to 
complete his 3”x5” unit price cards, 
the given labor production has been 
converted into convenient units, 
both for exterior and interior ap- 
plication, so that the finished paint 
price may be added to the unit 
price cards (refer to Table III). 


Combination finishes: It is fre- 
quently necessary to include two 
or more finishes in a treatment. 


For example, a stairway might in- 
clude stained and varnished treads, 
stained, varnished, and waxed rail, 
and enameled or semi-gloss risers 
and balusters. In such event, select 
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Table I—Painting Contractor's Unit Price Request 
Per 100 sq. ft. or per unit 


Type 
Finish 


Exterior 
Paint 


Floor & deck 


Enamel 


Metal Paint 


Surface 
Kind of 


Flat 


wood siding 
stucco 
cement 


brick 


stone 


wood shingles 
wood shingles 


cornice 


trim & porch 


doors 
windows 
shutters 
lattice 
screens 
Concrete 
floors 
concrete 
steps 
Ornamental 
iron 

metal roofs 
gutters 
leaders 


| Coat Work 2 Coat Work 3 Coat Work 
Mat. Lab. Tot. Mat. Lab. Tot. Mat. Lab. Tot, 


Note: The cost of paints for various applications will vary—also the coverage. The manu- 
facturer's recommendations together with local re-sale prices to the contractor trade, 
should be given to each contractor associate so that fair prices may be established. 
The preceding production schedule, by man hours, should also be copied for the items 
selected for the local market and given to each one. 





Table Il—Painting Contractor's Unit Price Request 
Per 100 sq. ft. or per unit 


Type 
Finish 


Interior 


Varnish 
Plain 
Varnish and 
filler 
Varnish and 
stain 
Filler, stain 


and varnish 


Filler, stain 
and wax 
Stain-Shellac 
and wax 
Varnish and 

wax 
Shellac and 
wax 
Flat paint 
Semi-gloss 
Gloss 


Enamel 


Floor & deck 


Enamel 


Zinc Sulphate 


Metal Paint 

Aluminum 

Primer 

Sealer 

Wax per 
coat 


Kind of 


Surface 


Soft Wood 


Close grain 


Open grain 


Close grain 
Open grain 
Open grain 
Close grain 
Close grain 


Close grain 
Close grain 
Close grain 
Close grain 
Close grain 
Wood 
Concrete 
Concrete 
Metal 
Metal 
Plaster 
Concrete 
Wood 


| Coat Work 2 Coat Work 3 Coat Work 
Mat. Lab. Tot. Mat. Lab. Tot. Mat. Lab. Tot. 
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the highest price to offset the extra 
cutting in labor. 

Wallpaper: This versatile ma- 
terial is being constantly improved 
from a viewpoint of attractive ap- 
pearance, resistance to fading, and 
washability. Custom and_ tables 
provide rules for estimating by the 
roll whether the paper be 18”, 24”, 
or 30” in width. The formula de- 
pends on the stock selected which, 
when compared with room areas 
and ceiling heights, will provide 
number of single or double rolls 
and yards of border. 

In new work, walls, whether 
plaster or Sheet material, require 
a sizing coat before application. In 
old work, existing walls may be 
either painted or previously pa- 
pered. In the first instance, the 
walls should be washed clean to give 
proper adhesive qualities to the 
new paste and paper. 

In the second instance, it is 
strongly urged to remove any pres- 
ent paper before applying the new 


one. The only security present, 
when new paper is applied over old, 
is the stability of the original 
paste. The added moisture may 
quite easily penetrate the layer and 
cause it to become loose. Hence, 
all re-papering work should be es- 
timated on the basis of removing 
all existing wall paper—and a 
12’x12’ room should be used as a 
standard to establish such cost of 
removal. 


Steamers; i.e., porous heat pads 
with hose connections applied to 
the wall surface through which live 
steam is directed into the existing 
wallpaper, greatly expedite its 
quick, easy removal. After removal 
of existing paper, plaster repairs 
may be necessary and should be 
included in the estimate—likewise 
re-sizing is also recommended. 

Wallpaper, of course, varies 
greatly in cost and estimated unit 
prices from associate decorating 
contractors should only include siz- 
ing new walls, or paper removal 





Table I1l—Painter Unit Surface Feet Unit Tables to Convert from 
100 Sq. ft. or 1 Hour to a Given Unit — Either Interior or Exterior 


Unit Surface sq. ft. | Coat Work 2 Coat Work 3 Coat Work 


Description 


Average door—3'x7' 35 70... 
Average window 35 70 
Door or window 

frame only 20 3840 
Windows—sash only 15 30 
Door only (no trim) 20 40 
Base (per lin. ft.) | 
Cornice (per lin. ft.) | 
Cabinets per sq. ft. 

of front area 5 
Flat mantel per sq. 

ft.—front 
Projecting mantel 
Radiators, for each 

sq. ft. front 
Rail & Balusters per 

sq. ft. area of 

one side 
Stairs (aver. 3') 

per riser 
Shutters 
Screens 
Storm sash 
Cornice—I2" girth 
Cornice—18" girth 
Cornice—24" girth 
Porch rail, balusters 

lattice, fence, trel- 

lis per sq. ft.— 

| side 
Porch steps— 

per riser 
Porch columns— 

use perimeter 

by height 


Bulipinc Propucts MERCHANDISER 


| side 2 sides Mat. Lab. Tot. Mat. Lab. Tot. Mat. Lab. Tot. 


from existing papered walls and 
ceilings, necessary plaster patch- 
ing, re-sizing and application price 
per roll; to which figure (after the 
respective room wall and ceiling 
areas have been determined) and 
the type of paper for each room 
selected, the pricing can be quite 
simply arrived at. 

‘In conclusion, the dealer may 
well anticipate vigorous objections 
by his painting and decorating 
contractor associates with regard 
to both methods and time studies. 
However, if he uses the persuasive 
appeal to at least try one or two 
jobs on the outlined basis and gives 
his personal assurance that any jus- 
tifiable adjustments will be made 
by him (after they submit an ac- 
curate report), it will not be long 
before all of his associates will 
join with him in perfecting the 
completed package. 

Each of the previously developed 
unit price cards should be amended 
to include the finish treatment for 
those finishes which have the wid- 
est local acceptance. Unit price 
ecards cover paint, varnish, wall- 
paper. Other surface treatments 
should be filed in a separate sec- 
tion. 


TEXTURE FINISHES 


ON OLD walls, quite often after 
plaster repairs are made, texture 
treatments are used. These may 
be either water base or Oil base. 
In either event, unit prices and 
ecards to cover this item should be 
prepared. 

Painting over papered walls: 
This practice has not been covered 
because the results are frequently 
disappointing and master painters 
as a general rule do not engage in 
this type of work. 
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“| don't quite know how to ask the old boy for 
# promotion- my next move would be into his job” 


SOF THE MONT 



















"THE AVERAGE PERSON con- 
cerned with either new or ex- 
isting construction is frequently 
quite unaware of the many pitfalls 
which are encountered before the 
job is done. For that reason, this 
outline of supervisory suggestion is 
submitted to the interested build- 
ing products merchant who, be- 
cause of his close, intimate contact 
with the whole job from beginning 
to conclusion, may either receive 
much credit and appreciation for 
his efforts to serve, or equally, be 
severely criticized for his neglect. 

When the paint industry intro- 
duced the slogan Save the Surface, 
and You Save All—they really hit 
the bull’s eye! Any kind of sur- 
face treatment, whether it be paint, 
stain, varnish, or lacquer, deserves 
close attention on part of the dealer 
and his staff who are engaged in 
the sale of these products. Certain 
precautions, rules, and recom- 
mended practices must be not only 
rigidly observed, but be given strict 
inspection, if an absolutely satis- 
factory job is to be assured. 

Whether the dealer handles pre- 
pared paint or white lead, or both, 
he must insist that the specifica- 
tions for the products application 
as released by the manufacturer be 
strictly observed. Quite likely, 
many painting contractors or their 
mechanics will attempt to do it 
their way. In such event, the deal- 
er’s course is clearly defined. 

If the contractor or his me- 
chanics insist on his or their own 
methods, contrary to manufactur- 
er’s specifications, he should be 
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Supervision Tips 


for Painting and 
Decorating 
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given full responsibility in the 
event of failure. If, however, he 
does follow the manufacturer’s 
specifications , the responsibility 
will be accepted by the dealer who, 
in turn, can obtain adjustment 
from the manufacturer. 

The first supervisory step for the 
dealer is to have his staff members 
who handle paint, thoroughly fa- 
miliar with the specifications. The 
second step is to carefully observe 
the workmen and call a halt if any 
instructions are disregarded. 

Normally, when workmen are ap- 
proached in a friendly manner and 
asked to at least try it our way, 
they will do so. When they fail to 
cooperate, such contractor’s serv- 
ices should be continued. 

There are a number of important 
items both on exterior and interior 
work which require close super- 
vision on any job: 

1. All surfaces, whether old or 
new, must be clean, free from dust, 
oil, or grime, and sanded smooth. 

2. All surfaces must be thor- 
oughly dry (one exception being 
cement paint). 

3. On new work, nail holes 
should be puttied after the priming 
coat has been applied. 

4. Paint shall not be applied 
while frost is in the wall. It is 
safer to avoid applying paint in 
freezing temperatures. 

5. Putty should be colored to 
match finish and inserted after first 
coat is set. 


6. The correct amount and kind 
of thinner and oil should be added 
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By GUS MEISSNER 
Technical Consultant 





to the contents of newly opened 
containers. 

7. Partially filled containers 
should have their contents strained 
through cloth and brought to the 
correct consistency. 

8. Loose boards should be re- 
nailed and nails set before applying 
paint. 

9. All work should begin at the 
top and move to the bottom with- 
out interruption. This prevents 
unsightly joints. 

10. Proper time interval be- 
tween coats must be observed. 

11. Correct size brushes should 
be used for each type of work and 
be tightly set without shedding. 

12. Rough surfaces should be 
sanded before first coat and also 
prior to second coat. 

13. Shellac should not be used 
to cover knots or other blemishes 
on exterior surfaces to be painted. 

14. Paint should be applied in 
even well brushed out coats—show 
no laps or runs. 

15. Cutting in in divided light 
sash or around glazed doors o 
where change of color occurs should 
be sharp and clean, especially on 
stair treads, risers, and balusters. 

16. All painting should be neat 
and workmanlike, and all spots on 
floor, walls, or glass carefully wiped 
off as each error occurs. 

17. During wind storms, which 
cause excessive dust, fresh paint 
ing should cease: 

18. Drop cloths to protect prop- 
erty, shrubs, flowers, floors, walls, 













































More than 40 years of experience in pine millwork 
manufacturing are behind this superior window and 
frame unit now available in a wide choice of lay- 
outs and sizes. Low prices plus fast installation 


build profits for you—satisfy customers. 
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seokaal Chances are. . . Williams Ply- 
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Tongue and groove air-lock. 

All metal weatherstripping and sash guide. 
Sash completely pre-fitted. 

Blind stop and sill tongue grooved together. 
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know how Durable, distinctively designed moulding 
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Here is your Wa 


1) Be sure surface is smooth, dry, and 


before paint or paper application. 


are followed. 


Patched surfaces should be sanded to an 

7) See that proper thinners are used; 
tine, don't let them use gasoline! 

8) If directions call for the admixture 
them to use a quart. 

9) On masonry surfaces make sure all 


etc., on the interior. 


12) 


blemishes. 


tch Out List! 


that all cracks, holes, etc., are filled. 


2) If new work, make certain that a primer seal coat has been applied. 
3) On old work, that surfaces are smooth, clean, and dry. 
4) That all patches are carefully sanded at edges, and primed or sealed 


5) Carefully observe manufacturer's instructions and see to it that they 


6) That all putty is neatly installed after priming coat has been applied; 
that the color matches the finish color; and that no bumps or depressions occur. 


even plane. 
i.e., if the directions call for turpen- 


of one pint per gallon, don't permit 


repairs have aged at least ten days; 


are thoroughly dry, and have been primed. 

10) On new unpainted concrete floors, make sure that zinc sulphate or a 
similar protective is applied before the paint. 

11) That on existing homes, drop cloths are used to protect shrubs, flow- 
ers, roofs, etc., on the exterior; and stairs, floors, walls, counters, furniture, 


That the proper time interval between coats has been observed. 
13) That all “cutting in" is neat and sharply defined—without runs or 


14) That the finished job will pass the most critical inspection! 

















Production is Improving 


Nationally LA 


Advertised 























Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 









GUARANTEED The Spectacular Pentsup 
90% Red Heart Demand for SUPERCEDAR 
or Better is most gratifying Mr 








Dealer, reserve space for 
it in your shed—we are 
going to make it availa- 
— ble to you as rapidly as 
| conditions will permit. 


100% Oil Content 









Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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etc., should be used whenever nec- 
essary. 


COLORS 


MUCH technical improvement has 
been recently made to enable paint- 
ers to quickly and yet accurately 
match colors. The current trends 
for home decoration revolve around 
the appropriate blending of many 
pastel tints, which will harmonize 
with milady’s requirements for 
color to correspond with exposure, 
temperament, drapes, rugs, etc. 

In the past, paint manufacturers 
have prepared only a limited num- 
ber of colors in addition to black 
and white; and the average paint 
dealer or building products mer- 
chant has been hard pressed to sup- 
ply the variations in shades de- 
manded by his customer. 

The alternative has been to em- 
ploy the mechanic’s skill to mix 
the desired shade. This is difficult 
because mixed paints are quite apt 
to change shade after application. 

Recent technical research has 
simplified the building merchant’s, 
as well as the master retailer’s 
problems with regard to inventory 
as it concerns the dealer, and equ- 
ally important, tinting and match- 
ing colors as it affects the master 
painter. In the dealer’s solution, 
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several manufacturers have devel. 
oped a plan whereby the dealer wil] 
stock only white and the primary 
colors, such as, green, yellow, red, 
blue, ete. This restricts the 
amount of stock. 

Concurrently, they have deyel- 
oped a series of tinting colors jn 
small size containers; a sample 
book of many colors and a formula 
which indicates the amount of tint- 
ing color required to produce the 
selected shade with positive ac. 
curacy. This enables the master 
painter to serve his customers with 
as many as 250 different shades, 
all made of white paints, either flat, 
semi-gloss—gloss, enamel, or ex- 
terior white; and easily blend the 
white to the desired tint by the 
admixture of the tinting or toning 
colors as described in the formula. 
This development greatly extends 
the color service which both the 
dealer and contractor can offer to 
their customers. 

In supervision 
points to observe: 


there are two 

1) Do not match colors on an 
open wall—instead start or end at 
a corner. 

2) Examine the mixing formula 
and make sure that the proper 
amounts of tinting color are used. 
There is a difference between the 
flat, gloss, and enamel paints. 


WALLPAPER 


PAPER hanger should start at 
center of most prominent projec- 
tion or wall opposite main entry 
into room, such as a chimney break 
and work both ways by using a roll 
for layout. Each corner piece 
should extend slight around corner. 
Any closure should be installed in 
the most concealed angle. 

Plumb lines are essential for 
starting on side walls. On ceilings, 
the chalk line should be slightly 
less (approx. 1”) distant from the 
wall and ceiling angle than the pa- 
per width to afford a neat, un 
broken return on the side. 

All paper should be carefully 
trimmed and butted. 

Joint roller or “squeegee” should 
be used to even the joints. 

The wall or ceiling surfaces 
should be sanded with a sandpaper 
covered block to remove all bumps 
and irregularities before paper 18 
applied. 

The horizontal uniform level pat- 
tern line in figured or flowered de- 
signs should be carefully checked 
and maintained throughout. 

Border should be carefully 
started, applied in long lengths to 
minimize joints—and end at the 
most inconspicuous corner. 
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j. P. RINN H. V. SCOTT 


Rin -cott Lumber Company 


LUMBER and LUMBER PRODUCTS 


Yard and Warehouse ee General Office 


2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 


1, Hl. 
Chicago 23, Ill. P. 0. Box 6 yen ao 


BIShop 4080 





HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


Soundbilt is a name that stands for quality in plywood. e 


As the name itself implies, Soundbilt is a well-manufac- High Gra de No rthern Har dwoo ds 


tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is © 


a name you'll be hearing more about from now on. . " 
Custom Kiln Drying 
x 


pf sound Members: MP. MA HLA HBR A 
AF BLYW OCOnTO, WISCONSIN 





230 EAST F 


veers 





THE NAME SILVER LAKE stamPeD ON EVERY FOOT 
@ PACKED IN CARTONS @ 


—_ St 
LOWER PRICED GRADES 
EDDYSTONE 
Mills and Sales Office PELHAM 


SILVER LAKE CO. } chetansochee, Georgio nares 
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addition to NRLDA news. 






A harmless little five per- 
cent makes a whale of a 
difference in the net profit 








Very few business men and a 
smaller percentage of salesmen 
realize just what a cut in price 
means. Most people are inclined to 
think that an innocent looking cut 
of five percent does not amount to 
much. But what it actually does 
mean is that you have to increase 
your volume 25 percent to offset 
this price cut. 

In competitive times, even a cut 
of 10 percent has appeared fairly 
innocent when selling the bill of 
material was in doubt. Yet that 
same 10 percent cut means that 
a 66-2/3 percent increase in vol- 
ume is necessary, and a cut of 15 
percent means that the volume 
must be increased 150 percent to 
return the same number of dollars 
of net profit. 

The accompanying tables tell the 
story graphically. 

The first table is based on 40 
percent added to the cost of mate- 


























American Lumberman is expanding these pages to include news of national interest from the state and regional associations in 
Association secretaries are invited to submit items of nation wide dealer interest c/o SOUNDING 
OFF Editor, American Lumberman, 139 North Clark Street, Chicago 2, Ill. 


Who Is Letting Who Down? 


Dealers are selling themselves short if they don’t 
tell their fellow citizens the facts about housing 


By H. R. (Cotton) Northup, 
Executive Vice-President, NRLDA 


ADJOURNMENT of Congress 
and its lack of action on the T.E.W. 
Bill are apparently but minor 
hurdles in the path of the public 
housers and social planners. 

The public press and radio are 
full of denunciations of Congress 
for failure to enact suitable hous- 
ing legislation and for letting the 
veterans down. Suddenly the hous- 





rials and the second table on 25 
percent being added. Note that a 
15 percent cut on the 40 percent 
margin calls for a 110% percent 
increase in volume whereas a 15 
percent cut where the gross mar- 
gin is 25 percent on the cost, calls 
for a 400 percent increase. 

These tables are recommended 
for careful study by management 
and salesmen as well. 












Gross 









TABLE No. 1 


Cost per Selling Price Margin Gross Increase in volume 
Units Unit per Unit on Cost Profit required 
100 = 10.00 14.00 40% 400.00 
100 10.00 Less 5% 13.30 33% 330.00  21-2/10% or 122 units 
100 = 10.00 Less 10% 12.60 26% 260.00 53-9/10% or 154 units 
100 10.00 Less 15% 11.90 19% 190.00 110%% or 211 units 








only 25% added to the cost. 


Gross 


















Cost per 








Units Unit per Unit cost 
100 7.50 10.00 25% 
100 7.50 Less 5% 9.50 20% 
100 7.50 Less 10% 9.00 15% 
100 7.50 Less 15% 8.50 10% 
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Here you will find an entirely different proposition, because we start out with 


TABLE No. 2 


Cost per Selling Price Margin Gross Increase in volume 
Units Unit per Unit on Cost Profit required 
100 =10.00 12.50 25 % 250.00 
100 10.00 Less 5% 11.8714 1834% 187.50 3314 % or 134 units 
100 10,00 Less 10% = 11.25 1214% 125.00 100% or 200 units 
100 =10.00 Less 15% 10.6214 614% 62.50 300% or 400 units 


Study the following table carefully, because it is based on the selling price. 
TABLE No. 3 

Margin 

Selling Price on sales 


Gross Increase in volume 
Profit required 

250.00 

200.00 25% or 125 units 
150.00 6624 % or 167 units 
100.00 150% or 250 units 


July . 


ing shortage appears to have be- 
come even more drastic than be. 
fore, and the public housers sympa- 
thize loudly with the millions they 
claim are without shelter. 

Everyone’s plight, fancied or 
otherwise, is being blamed on the 
80th Congress and some people, 
eager for someone to bear the brunt 
of blame for their present economic 
condition, are willingly accepting 
this explanation. They listen to the 
public houser’s theory that Con- 
gress, in failing again to pass the 
T.E.W. Bill, has curtailed the pro- 
duction of homes. This, despite the 
fact that all available materials 
and manpower are pouring into 
home production at an accelerated 
rate. 


Following the usual pattern, this 
propaganda is only partially cor- 
rect. Some of the blame for pres- 
ent economic conditions does belong 
to the federal government, but not 
necessarily to the last Congress. 
The- result of 16 years govern- 
mental manipulation of the econom- 
ic life of our country can hardly 
be blamed on the two-year activity 
of the 80th Congress. Regardless, 
however, of where the blame lies, 
the important thing to our industry 
is that housing is being used by 
the public housers and social plan- 
ners as the outstanding example 
of why we need more government 
controls and expenditures. 


CAN’T RELAX 


BECAUSE of this we cannot afford 
to relax our united efforts to ac- 
quaint the American people with 
our side of the question. People 
want to be unbiased. They believe, 
however, that every industry and 
business enterprise is biased and 
would say, sell or do anything for 
profit. Hence the people believe that 
the government and the educational 
institutions such as colleges, high 
schools and normals are the only 
sources of unbiased information 
regarding housing. They are un- 
aware that these sources may also 





Don’t forget the NRLDA annual 
meeting in Miami November 8-11! 
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ye uninformed or completely mis- 
informed by very subtle communist 
propaganda, 

COOPERATION NEEDED 


THE job of educating the public 
cannot be done by the national staff 
in Washington alone. Personal con- 
tacts of this staff are necessarily 
limited to the capitol scene, and 
it is only by reaching the grass 
roots of the country where every 
umber dealer in this Association 
operates his business that we can 
hope to persuade the people to ac- 
cept the figures and statistics we 
ofer as being as unbiased, if not 
more accurate, than those issued 
jy professional bureaucrats fight- 
ing to save their jobs. 

Our efforts.in the past to ac- 
yuaint the public with the real 
facts have been feeble compared 
with those of our opponents, and 
the longer we delay an active cam- 
paign, the harder the job becomes. 
That it is already hard is well 
known. We have quoted figures on 
the present rate of home construc- 
tion only to be met with suspicious 
and unbelieving indifference—and 
this indifference came from persons 
in a position to mold the opinion 
of civic organizations all over the 
country. Obviously, the social plan- 
ners had reached them first. If this 
attitude is to be changed, it will 
have to be done .by working on the 
local level first, and then gradually 
burrowing upward to the national 
level. 

DEALERS’ JOB 


THIS is the job only the dealers 
can do, for they alone have the di- 
rect contact with the man on the 
street, the housewife in the home, 
in the small towns of America. We 
cannot wait to see how the national 
election will turn out, for it is now 
certain that both parties will in- 
clude in their election platforms 
some provision for housing legisla- 
tion, and by November the public 
housers will have won over thou- 
sands upon thousands more Amer- 
icans to their theory of government 
in housing. 

To those of you who followed the 
hearings on the TEW bill held 
just before Congress adjourned the 
stand of the National Congress of 
Parent and Teachers Associations 
in favor of the TEW Bill should 
have been a warning light. To those 
of you who did not follow the hear- 
ings, we point to this fact as an in- 
dication of how well our opponents 
have worked. It is of little or no 





Help yourselves by helping your 
associations! 


Bui DING PropucTs MERCHANDISER 


importance whether the vote for 
the TEW Bill came up from the 
local level or not. What is important 
is that local PTA’s either did not 
know or did not care what was 
being done, and will automatically 
adopt the stand taken by the Na- 
tional organization. In addition, 
many persons not actually members 
of the PTA will give credence to 
the need for the Bill on the basis of 
the stand taken by the PTA. 

This is no seasonal matter to be 
given attention only when Congress 
is actually considering a housing 
bill of some sort. It should by now 
be a part of our daily thinking. 





ADVERTISING CONTEST 


Outstanding winners to 
be publicized in press 

The advertising awards contest 
sponsored by NRLDA and an- 
nounced in the July 17 issue of 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER gives 
dealers throughout the country the 
chance to capitalize further on their 
advertising efforts locally and also 
to help publicize their industry na- 
tionally. 

Winners in the six regular classes 
of entries, and in the special I-E 
home classification will be an- 
nounced and awards presented at 
the NRLDA meet in Miami in No- 
vember. 


Dealers who take home the prizes 
for winning advertising will have 
potent ammunition to add to their 
own advertising campaigns. Their 
work will also be publicized in the 
nation’s press and trade papers to 
show the public the fine job the re- 
tail dealer is doing. 


TELL PUBLIC 


NRLDA hopes also that the con- 
test will rally more dealers to un- 
derstand the value of advertising 
in telling their story to their cus- 
tomers and the general public. 

Six regular classes of entries will 
be judged. These classes are de- 
termined on the basis of credit rat- 
ing as follows: Class J, includes 
yards with a rating under $15,000; 
Class 2, yards rating between $15,- 
000 and $50,000; Class 3, yards 
rating between $50,000 and $125,- 
000; Class 4, yards rating between 
$125,000 and $500,000; Class 5, 
vards rating over $500,000; and 
Class 6, dealer group public rela- 
tions programs. 

The dealer group award will be 
made to stress the value of all the 
dealers in a town cooperating to 
publicize their industry. 

A special I-E home award will 








be made to the dealer who has done 
the outstanding job of promoting 
the Industry-Engineered home pro- 
gram. 

Complete rules for the contest 
will be found in the July 17 issue 
of AL&BPM. 


DEALER FACTS 


Let the customer know 
what you are doing for him 
The lumber yard is one of the 
most essential of our American re- 
tail institutions. On a national av- 
erage it has nearly 1,000 customers, 
of which not more than 50 will be 
interested in buying or building a 
new home during the year. It 
serves 18 local manufacturing 
plants and utilities, 48 commercial 
stores and shops, 220 near-by farm- 
ers, 660 home owners, four proper- 
ty management companies, seven 
government purchasers, nine con- 
tractors. 
MANY KINDS 
Approximately 1,200 different 
kinds of items are carried in stock 
in today’s average lumber yard and 
this does not include differences in 
size, quality and grade. 


In order to better appreciate the 
type of service rendered by the 
lumber dealer, it is merely neces- 
sary to realize that in the average 
small home he must deliver on a 
synchronized time schedule 8,300 
separate pieces of 107 different 
items, assembled or in proper pro- 
portions, exclusive of plumbing, 
heating, electric wiring and gas in- 
stallations. 


50,000 ITEMS 


To stock the average of 1,200 
items, the dealer makes selections 
from the ouput of more than 41,000 
manufacturers. If he sells heating, 
plumbing and wiring the number is 
closer to 50,000. 


These selections are made through 
benefit of his knowledge of the 
products themselves, the facilities 
and reputation of the manufactur- 
ers who make them, and the needs 
of his trade area. They are pur- 
chased in carload lots or economical 
quantities, warehoused and deliv- 
ered in amounts required by his 
customers. Without this readily 
available supply of building ma- 
terials, it would be difficult and ex- 
ceedingly expensive for the com- 
munity to carry on. 

From PLAN, official publication of the 


Middle Atlantic Lumbermen’s Associa- 
tion. 





Get behind your national association 
at the annual meeting in Miami 
November 8-11! 
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Tune: "It All Depends on You" 

val | AM DEPENDING upon you 

for this lumber,” wrote a 
Midwest lumber dealer to his sup- 
plier in regard to a church job. 
“The contractor is depending on 
you. The minister and the mem- 
bers of the building committee of 
the church are depending on you. 
The congregation is depending on 
you. Last, but not least, the little 
kiddies in the Sunday School are 
depending on you. Now, in the 
name of the good Bishop, you had 
better not fail.” 


Work is never drudgery to the 
man who really likes his job. 


x 


$6,500 Barn Sale 
HIS IS A short, short story 
of a lumber dealer who really 
didn’t want to sell so much hard- 
to-get material to one customer... 
tried to talk the farmer into post- 
poning the building until later. But 
Mr. Farmer was obdurate. 

“T want this barn and I want to 
buy it right now,” he _ insisted. 
“There will never be a time when 
so few of my cattle will buy as 
much barn for this price!” 

And so the lumber dealer some- 
what reluctantly wrote up _ the 
$6,500 cash sale. 

* * * 

Little deficits have the unhappy 

faculty of turning into big prob- 

lems. 


Wager 

E ARE WILLING to wager 

our 1947 straw hat that there 
will be an overage of homes in 
many areas by the end of 1949... 
and that by the end of 1948 a sur- 
prisingly large number of cities 
and towns will have as many as 
they need. 


Home Building as Is 
BSERVATIONS ON A trip 
through Iowa: Town A, pop- 

ulation 900, eight new homes last 
vear and four so far this year. 
Town B, population 4,000, 30 houses 
this year. Town C, population 8,000, 
48 new homes last year and ap- 
proximately the same this year. 
Town D, population 1,400, nine new 
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homes under construction. Town 
E, population 18,000, 65 homes 
built last year. 

It doesn’t make any difference 
where you are or how small the city 
or town may be, you'll find new 
homes being built in prodigious 
quantities wherever you go. 

* 

PREDICTION: It won’t take “a 

million homes a year for 10 years” 


to make up the housing shortage! 
x % x 


None Too Small 


NE OF THE most interesting 

home building records we 
have come across is in a Minnesota 
village of less than 400 where nine 
new homes have been built so far 
this year. And there are several 
more coming up! 

In another county seat town 
(population 24,000) 406 building 
permits for new homes were issued 
in 1947 and 157 during the first 
five months this year. 

* * % 
Politicians are talking houses but 


the building industry is construct- 
ing them. 


* * * 
One-Man Operation 
NTERESTING OBSERVATION 
on an Indiana farm: According 
to the owner every operation is set 
up so it can be carried on by one 
man, even to harvesting-threshing. 
The one-man combine carries an 
18-bushel hopper which is dumped 
into a huge truck and when full is 
driven to the farm elevator where 
it is dumped automatically into a 
pit and the grain elevated into one 
of the eight bins on the former 
hay-mow floor of the old barn (re- 
converted into an elevator at a 
cost of $2,800). Thus the farmer 
harvested, threshed, hauled, cleaned, 
elevated and stored his wheat crop 
without the help of a single hired 
man. A far cry from the day 
when it took several men many 
days to cut, shock and stack the 
grain during harvest and a small 
army to thresh it later in the 
season. 
Remember the farm hands who 
used to “hire out” for the entire 
season at $25 to $30 a month and 


“keep” for working from daylight 
till dark. 


Farm Homes Lag 

EW FARM HOMES are not 

keeping up with the proces. 
sion. That huge market still re. 
mains pretty much untapped, 
Farmers need modern homes just 
as much as modernized farm build- 
ings, but the farm house usually 
comes last. Machine sheds are 
first on the list in most of the 
towns on our circle tour in the 
Middle West. Lots of milk houses 
too. Some barns, of course. . . 
and a lot of other smaller build- 
ings. But the really big market is 
remodeling of practically all farm 
structures. Mechanization is mak- 
ing it necessary. 

* *% *% 
New methods mean new markets 
. often call for new products. 
% * 


Permanence 
PEAKING OF OLD barns re- 
minds us that this particular 
Indiana structure, 40’ x 100’, dates 
back to Civil Wdr days. It took 
two years to cut the walnut trees 
and to hew the 12” x 12” framing 
timbers. Not a nail in the frame— 
all mortise and tenon . . . as good 
now as the day it was finished. 
They built for permanence in those 
days, little suspecting that the 
structure would outlive its original 
purpose by so many years. 
* * * 
Farm homes, in most cases, are 
work-makers rather than step- 


Savers. 
* * 


Housing Costs 
DDITIONAL NOTES on home 
building costs as revealed in 
the circle tour referred to above: 

Town H. Population 900. Ten 
houses sold in ’47. Ten more so far 
this year—all 20 by the same deal- 
er. Average price, $7,000 to $8,000, 
including a $400 lot. 

Town I. Population 283. Three 
houses built in ’47 and six so far 
in ’48. Average cost, $8,000 In- 
cluding $150 to $350 lot. 

Town J. Population 460. Several 
houses built the first half of 48, 
costing about $7,500 plus $300 to 
$350 for the lot. Sizes, 24 x 30 and 
26 x 30. 

Not so bad! 
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of WEST COAST 


LUMBER 


AND ALLIED PRODUCTS — 





Write or Wire: 


HILL-BEHAN 


LUMBER Co. 
WESTERN DIVISION 
PHONE 6972 
610 WILLAMETTE ST. 


TWX EG25 
EUGENE, ORE. 


for 
LUMBER 
VENEERS 


..and wood products 


— rough or smooth 


INSURE AGAINST WET LUMBER 


... from fibre saturation point down 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
ittegular materials—in three seconds or less—without marring surfaces. 


Based on the principle of high frequency, power absorption, Mois- 
ture Register gives you accurate tests quickly and easily. There's a 
model to meet your requirements.’ Completely portable. No points 
'o break off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 


SUILDING PRropucts MERCHANDISER 


SCREWS .... BOLTS 


of every type, size and finish 


e packaged for your convenience 


e supplied promptly by your jobber 


e important for every-day profits 


yeur jebber about prefitable 
Cabinet Hardware and Locks, too 


Distinctive Hardware...all from ] source 


yp NATIONAL LOCK COMPANY 


mn ING ROE€KFORD)e@ ILLINOIS 
thes MERCHANT SALES DIVISION 








THURSTON-FLAVELLE 


Limited 
PORT MOODY, B. C. CANADA 


Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


Distributed through the 
Wholesale Trade ex- 
clusively. 
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Mason's Tools in tive folder write Craig Company, Hollow-Core Doors ~— 
Stainless Steel Dept. AL&BPM, 1029 Talbotton General Roofing has expanded its  Hardw 
A line comprising 11 mason’s Road, Columbus, Ga. facilities to produce approximately ales 
tools in stainless steel is illustrated 150 to 200 doors daily for new out Comps 
in a temporary catalog issued by Autosonic Garage lets. The doors are all hollow-core, § seconc 
the Metex Corp. Stock numbers, Door Opener white pine stiles, grade A-Birch 9 

a ate pr = An interesting folder describes a rs ——o Curti 
seceesiinanie Siames Seale ane Ceieel how silent sound opens or closes es , et he siti ng — New 
as individually packed. Small tools (and locks) garage doors and ane aaa Gee ont “2 _ ' 
beg a lights on or off. By merely pushing and exterior 134”. An extensive § A ne 

are packed one dozen to a carton, system of gages is used in the final oped 
six dozen to a master carton. For en inspection to insure against under- high « 
catalog and complete information size units, warpage or other de- just 
write Vernontown Tool Division, fects. Wer further information Comp 
Metex Corporation, Dept. AL& write General Roofing & Construc- lowa. 
BPM, Mount Vernon, N. Y. tion Co., 220 Florence St., Saginaw, § new 
New Building Paper — = 
Hos-Tite is a new building paper New Kennatrack Catalog be us 
with spun glass fibres to reinforce Jay G. McKenna has available a eral ( 


nailing edges. There are three 


. E new catalog showing the mechani- 
fibres on each edge. This paper also 







: z ; a button on the dash of a car, a cal and application detail of several 
is stated to have high scuff resist- small microphone on the garage of the company’s door tracks. 
ance and high wet strength, mak- picks up the unheard waves of Series 300-350 is recommended for 
ing it ideal for concrete curing. It sound and starts a motor which framed side pocket and _ recessed 
is treated to resist fungus rot, mak- 


. . 4 , a opens the door and turns on the masonry wall installation, and wall 
ing it especially suitable for lining light 





7 It a “A” sheathi The autosonic garage door pocket installation. Series 400 is 
. . . "Inga 2 y . . . : oc" 
Silos. 1U meets Class’ _ Sheatning opener is easily installed on any designed to carry 11%” to 1% 
paper FHA specifications. For 












; : standard overhead type door; re- doors weighing up to 200 lbs. Also 
further information address Hos- quires no outside wiring. For a included are photographs of ward- 
king Paper Co., Dept. AL&BPM, copy of the illustrated folder write robes and linen cabinet units using 
Wilmette, Ill. The Vendo Company, Dept. AL& Series 200 Kennatrack and Ken- 










































. ‘ ‘ . BPM, 7400 East 12th St., Kansas nalatches. For catalog write Jay 
Disappearing Attic Stairway City 3, Mo. G. McKenna, Dept. Inc., AL&BPM, cud 
Slide-A-Fold is designed to fill Elkhart, Ind. eabi 
the demand for a low cost attic . } 
stairway. It requires only 36” attic Blanchard Window Frames New Line of Builders' Hardware “J 
height and is entirely out of the Blanchard window frames — ha Galil Aeiteaaieiak te vet 
way when not in use. Approved in F. H. A. Approved—are simple and the cs eg eailioes hard- to 1 
FHA-financed homes. For descrip- easy to install. One frame makes one tk & ea te ae sineatel ing 
either check-rail or casement win- sil : pre 
dow. Frames can be supplied con 
knocked down. For descriptive not 
folder write Blanchard Frames, cole 
Inc., Dept. AL&BPM, 311 Gibbs tha 
Bldg., San Antonio, Tex. out 
pin 
Roof Coating Waterproofs per 
and Insulates pre 
An attractive illustrated folder is = 
available explaining how the roof ” 
coating, Richlume, waterproofs and Ke 
insulates. Types of surfaces which 
can be covered are also described. iny 
Richlume coating is applied by su 
brush or spray leaving an alumi- ab 
num finish. For copies of the is 
folder write The Richkraft Com- in 


pany, Dept. AL&BPM, Builders 
Bldg., Chicago 1; Ill. 
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specialties. Each item is described 
ys having a satin-smooth surface. 
To date, available articles include 
wat and hat hooks, bar lifts, door 
stops, handrail brackets, casement 
fasteners and house numbers in a 
choice of bright zinc, cadmium 
plated, brass plated, chromium and 
ebony finishes. These products are 
ynusually strong yet light in 
weight. The line will be shown 
in booth 114-C at the National 
Hardware Show. For illustrated 
catalog write the  Hall-Wessel 
Company, Dept. AL&BPM, 1719 N. 
Second St., Philadelphia 22, Pa. 





Curtis Announces a 
New Woodwork Product 

A new woodwork product, devel- 
oped for use in the production of 
high quality Curtis Woodwork, has 
just been announced by Curtis 
Companies Incorporated, Clinton, 
lowa. Known as PRESPINE, the 
new product has now been per- 
fected after constant research and 
testing since 1945. Prespine will 
be used in the manufacture of sev- 
eral Curtis Woodwork products, in- 


cluding door panels and kitchen 
cabinet units. It is available now 
only as used in Curtis Woodwork. 

Prespine is a natural wood prod- 
uct made from finely divided wood, 
to which is added resin and other 
ingredients for binder and it is 
pressed into panels. The chemical 
composition of the wood itself is 
not changed in the process. The 
color of Prespine is very close to 
that of natural wood. One of the 
outstanding advantages of Pres- 
pine, Curtis officials say, is its su- 
perior finishing surface which 
provides an excellent bond for 
paint. It also takes any color of 
stain beautifully. Prespine will not 
cause cracks or checks through 
paint, and will not cause paint dis- 
coloration. There is no grain rais- 
Ing, and edges provide a _ better 
Surface to finish. In addition to its 
ability to take any finish, Prespine 
‘8 a highly stable product, uniform 
In structure. Tests show that it has 
the strength to take heavy impact 
blow:—that it won’t mar or scratch 








YOUNGERMAN-REYNOLDS LUMBER C0. 


N. B. Reynolds Mills & Resaws: 


Sales Manager Montgomery 1, Alabama Samson, Ala. 
Wetumpka, Ala. 


300M' | x 4" #2&Btr. Yellow Pine R/L 200M' 4/4" 42B&42A Poplar S$2S 
200M' | x 6" #2&Btr. Yellow Pine R/L 200M' 8/4" 42B&42A Poplar 


200M' 2 x 4° #2&Btr. Yellow Pine R/L 50M' 8/4" +1&Btr. Poplar 

200M‘ 8/4" #2 SapGum & Tupelo 50M' 8/4" +2&Btr. Magnolia 
200M' 4/4" #2 SapGum & Tupelo $2S 50M' 4/4" #2&Btr. Magnolia $25 
100M’ 4/4" #1&Btr. SapGum & Tupelo 100M’ 8/4" +1&Btr. Swamp Cypress 
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MIXED CARS | cc we con 


Ship: 


Few concerns can match Lightsey Bros. 


mixed car service. While we regularly ship N. C. Pine 
straight cars in all items, for the mixed car Hardwoods 
buyer we offer an unsurpassed assortment. Cypress 


Including 


Lightsey products will meet any grade in- 
Hardwood trim 


spection. They are well-manufactured and 


carefully loaded. Over 80° of our prod- and 

ucts are scientifically kiln dried. All air End-Matched 

dried stock is Dowicide dipped. Pine, Oak, 
Maple, Gum 

When you want quality, specify Lightsey. Flooring 











Member: 


Southern 
Pine Assn. 


National Oak 
Flooring Mfrs. 





Assn. 
MILEY, SOUTH CAROLINA eae 
ae > ardwoo 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH Lbr. Assn. 


































































readily—won’t splinter or chip at 
edges. In introducing Prespine, 
Curtis officials stated that it is a 
vastly better product for use in the 
production of some items of high 
quality woodwork. It will be used 
in the production of Curtis doors 
and kitchen units and other prod- 
ucts where tests have shown it to 
have superior advantages. 

The new Prespine product was 
introduced to the Curtis sales or- 
ganization at a recent sales meet- 
ing held at the home office. It is 
now being presented to Curtis 
Woodwork dealers all over the 
country. For further information 
write Curtis Companies Incorpo- 
rated, Clinton, Iowa. 





Aluminum Eaves-Troughs, 
Fittings 

Addition of a full line aluminum 
eaves-trough, conductor pipe and 
fittings has been announced by New 
Holland Metals Co. The equipment 
includes mechanical locking eaves- 
trough, conductor pipe and elbows. 
No soldering is required. This 
equipment cannot stain walls and 
sidewalks with streaks of rust or 
corrosion. It does not require 
painting, but can be painted if de- 
sired. This equipment is in addi- 
tion to the company’s line of alumi- 






num roofing, siding, weatherboard 


siding and building accessories. 
For more complete information 
write New Holland Metals Co., 


Dept. AL&BPM, Mountville, Pa. 


Wall Tile Product 

A new wall tile grouting or 
pointing up product that is water 
resistant, non-porous and_ easily 





cleaned by washing with water has 
been developed. The new products 
sets up through chemical reaction 
rather than evaporation. It is for- 
mulated especially to seal joints of 
metal, plastic and ceramic tile. It 
is pure white and sets hard in a 


few hours. It adheres tightly in 
joints of tiles that have a baked en- 
ame] finish, as well as in the joints 
of plastic or ceramic tiles. At nor- 





or balancers. 


The plunger of each 
Air-tite Stay expands 

and contracts against 18 
los. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


Ute -tite 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 


BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Gee -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Air-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slaekness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 


Air-tite Stays 
problems. They are the convenient, 
economical and 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 


simplify 


Cut-away view - Actual size 


inventory 


logical way to 





mal room temperatures, Ceramite 
is not. brittle. At temperatures 
above 100 degrees it becomes 
slightly flexible for expansion and 
contraction of walls in shower 
baths, around radiators, chimneys, 
etc. For more complete informa- 
tion write Armstrong Cork Com- 
pany, Dept. AL&BPM, Lancaster. 
Pa. 


Ceiling Ventilating Fan 
Designed for installation any 
place in the ceiling, this new fan 
is particularly good for use over 
cooking ranges in the kitchen, or 
in any room where wall space is too 
limited for wall type fans. The 
Model No. 81 requires only 7, 
inches of joist space. Once installed, 
only the polished cast aluminum 
grille is visible in the ceiling. The 
motor and fan assembly is attached 





we em thing 







U.S. Pat. No. 2,187,412 
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RAINY LAKE LUMBER CO. Ltd 


Sales Office 


2020 Chicago Title & Trust Bldg... CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Loke, Ont. 
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+) this grille, which permits the 
ready removal of the entire mechan- 
im for cleaning. Sponge rubber 
seats on the louvres insure silent 
operation and prevent loss of heat 
x cold air back drafts. It is oper- 
ated by a regular wall switch, in- 
stalled at any convenient position. 
For more complete information 
write Shepler Manufacturing Com- 
pany, Dept. AL&BPM, 1325 Shef- 
feld street, Pittsburgh 12, Pa. 


New Tubular Locksets 

New Sager Locksets and latch- 
sets are being announced. Features 
f the new line are fast installa- 
tion, only two bores required; 
smooth, crisp action; and the use 
if only basic metals in construction. 
A variety of correct trim designs 


is available for every interior use 
in interior latches, closet latchsets 
and bathroom locksets. Solid bronze 
is used for latch bolts and hubs; 
tough stamped _ steel, cadmium 
plated, for cases and other working 
parts. For more complete informa- 
tion write Sager Lock Works, Dept. 
AL&BPM, North Chicago, Illinois. 


Block Lifting Tool 

Block-Lift, a new tool with wide 
utility in the building field, is now 
in production. It is of cast alumi- 
num. In use it acts as a handle; 


ILDING PrRopucts MERCHANDISER 





its open jaw grips either end web 
firmly, to lift, place and true up the 
block. Its leverage makes handling 
the blocks a one-hand operation. 
For more complete information and 
a copy of an illustrated, descriptive 
folder, write Block-Lift Co., Dept. 
AL&BPM, Mt. Vernon, Ohio. 


Bantam Bin-Dicator 

Just announced is a new, smaller 
Bin-Dicator called the Bantam. It 
is designed for use on very small 
hoppers, spouts, chutes and con- 
veyors and other applications where 
it is not possible to use the stand- 
ard size. The Bantam is only 5°4 


inches overall diameter. Both sizes 
are diaphragm-operated switches 
in sealed housings which mount on 
the outside of bins, hoppers, etc., 
and signal changes in material lev- 








Vernontown’s welded construction 
supports more than twice the load of 
the ordinary riveted trowel .. . 
more than doubles the life expectancy 
of the tool. In short, Vernontown 
Trowels LAST LONGER! And because 
they require no breaking in on 
“rough coat”, you can do a better 
job with less effort. 


THE LIGHTEST 
PLASTER TROWEL 
MADE 


MARGIN 


©! 


SPECIAL GRADE 


ULTRA LITE PLASTER 


== Allegheny = 


isa 





hing tp, 
wary ToMOL0 acy f, Towetee 
CC Pere deo getler size co? Meter pio... 
erated 4, ¢ SPretenting Tice *!Pontowe 
"cap "© competi, 1 edali® 
. itive 


full ¢ ~ 
deteras t® Yetae, 
ne ei Pp amg 
Welded consrreeretive euse, 2° Clades 
bdo, ereth of pie, fore ang 
votes conat everson * view 
One® ated tir, 
The 93, * Ageiiee © Cone 
muler tne feet to 
“4procets 4 tise dent's 
dn teer 
ena ¢ ore we, was 
cy ragged the ¢, meee operates’, Lastensy, 
SnALe clotn, © 86k and ropeeManical irc” tower 4 
rth Morison tals, * rate | ie end of 
Y unde 15 eye} re. 
2,000 ra lug 8 per 
. comp}, 1oed over Minute 
en * olegte atrox 8 etry 
de ee, ‘ 
? bar ST) Crowe wil L00te very 
Taspbbdies, Sh Cattnts Tete or a 
euler totene”, tron sort eee wooed, Sbrede 
© OF the sreched ¢. . 
Dlede © the 


Lo 
trowe} F 


The 
following rewite 
a Sezpie we 


Matex 602-1 
ry 


re Obteineg . 
1819 > 

773 

420 

990 


Check Vernontown's 
SUPERIOR FEATURES 


@ NO RIVETS, NO CASTINGS 

@ GENUINE ALLEGHENY LUDLUM STEEL 
@ RUST-PROOF, SELF-CLEANING 

@ UNCONDITIONALLY GUARANTEED 

@ PRECISION FLAT BLADES 


att-¥ 


POINTING 


Vernontown Tool Division 


METEX CORPORATION, MOUNT VERNON 2, N. Y. 














els, They will automatically start 
and stop filling and emptying equip- 
ment as the level of material reach- 
es designated limits. For a copy 
of a new 20-page descriptive cata- 
log with specifications write Bin- 
Dicator Company, Dept. C-301, 
14615 E. Jefferson avenue, Detroit 
15, Mich. 


New Sawhorse Bracket 
Completely mechanical in opera- 
tion the Dalton sawhorse bracket 
requires no nails, bolts or special 
cuts. The equipment works by a 





simple wing-nut adjustment which 
quickly and easily converts five 
pieces of lumber into a strong, solid 
sawhorse. The vertical jaws which 
are provided with three teeth on 
top edges bite into the rail, and 
spreader-plates hinged to leg sock- 
ets automatically lock the legs se- 


aries 


curely. When the sawhorses are 
dismantled after use, all parts, in- 
cluding brackets, may be stored in 
a minimum amount of space, or 
conveniently transported in car, 
truck or trailer. The brackets are 
made of heavy gauge, rust-resist- 
ant metal, and are available in two 
sizes to fit 1x4’s and 2x4’s. For 
further details write Dalton Mfg. 
Co,. 20 S. Central Ave., Dept. AL& 
BPM, St. Louis 5, Mo. 


Combination Inter-Call 

A new combination inter-call and 
radio, the DorAfone, which can be 
used for answering the door is an- 
nounced. In the wall beside the 
door of a new home, a sensitive five 
inch speaker is mounted before the 
interior is plastered. Outside, it is 
covered by a brass grill and escut- 
cheon. Connection cord leads to 
master radio which can be placed 











in the house wherever convenient. 
Five inch radio speaker also serves 
as inter-call microphone for talking 
to anyone at the door. Radio jg 
black or ivory plastic, and contains 
four instant-heating tubes. For 
more complete information write 
Setchell Carlson Inc., Dept. AL& 
BPM, St. Paul, Minn. 


New Plastic Floor Tile 


A new type of decorative floor 
covering known as “Permalite” js 
described as a plastic asbestos floor 
tile that comes in bright, clear eol- 
ors and will withstand almost any 
service condition. The new product 
which has just gone into the Johns- 
Manville line is now available na- 
tionally. It is said to be unaffected 
by grease and oil, alkaline mois- 
ture, and even mild solutions. It 
can be applied below grade as well 
as above grade; can be laid over 
any type of base since it will con- 
form to uneven floor surfaces and 
will absorb the normal play of wood 
floors. For further information 
write for illustrated brochure, Per- 
malite, The New Plastic Floor Tile, 
Johns-Manville, Dept. AL&BPM, 
22 East 40th Street, New York 
City. 
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tures everything conceivable in caulking equip- 
ment except the caulking compound itself. 


VITAL PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE e CLEVELAND 4, OHIO 


These Nozzles available in sets or 
singly. Plain and spouted cartridges. 


HEADQUARTERS FOR CAULKING EQUIPMENT 


VITAL Caulking Guns, special nozzles and cart- 


ridges, continue to lead in production and sales 
since the beginning of caulking. VITAL manufac- 
: 


2, oe RRS ROSS SS yy 2, ™x) OSES 6 SD SOS 2RD OX OS QQ OX) SO OOO 2 





VITAL prices, discounts and quality are still un- 
beatable. VITAL offers courteous and prompt ser- x 
vice and the know-how you'll appreciate. Order 
your guns and nozzles from us now, and specify 
VITAL made cartridges in ordering your caulk- 
ing compound from your regular source of supply. 
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SO Serves 


Rai THE SPIRIT OF PAUL BUNYAN 


es. For Paul Bunyan, the superman, still overshadows the region he made 
mM write famous. His trademark still stands for quality and service. 


PAUL BUNYAN LUMBER CO. 


ive floor Manufacturer and Distributor 
lite” is Ponderosa Pine White Fir Incense Cedar 


tos floor SUSANVILLE CALIFORNIA 
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7 Ye a | ‘ OMAK-KWALITY 

vy York < : | 

| “ECON-O-MATIC” Window, Door and 
iad ag to Cellar FRAMES 


the automatic Stanley Door 
Trim, Mouldings, Casing, Base, 


Hardware Set that makes light- 
weight plywood doors 100% Pidch Lonihes, Pessinese Spe 
cialties, Etc. 


practical for garages. Designed 
for doors weighing up to 150 


Ibs. Cost little more than old- a ’ 
style hardware. For smart ap- District Sales Representatives 


pearance — faultless action — ue. bs . Bastes gE 
long service — specify Stanley. Great Neck, L. L., r ; 


The Stanley Works, New New York 
Britain, Conn. Member Western Pine Assn. 
*Copyrighted ; 


a! [STANLEY | 


Requires Only 2%4-in. headroom Reg. U.S. Pat. Off. 


en HARDWARE HAND TOOLS: ELECTRIC TOOLS 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 





























Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Balanced Cabinet Door 


The Hawver balanced door is 
said to be absolutely foolproof, ac- 
cording to the manufacturers. In- 
stallation time is cut one-fourth and 
full use can be made of all available 
space. There is no hardware nec- 
essary. The door is dustproof, 
made of Masonite bonded to a spe- 
cial wear-resisting fabric. It is 
easily rolled out of sight by a life- 
time balancing spring which is 














affixed in an attractive housing. 
The Hawver door may be cut to fit 
any odd size dimension. For fur- 
ther information write Phillips & 
Werelius, Dept. AL&BPM,. 2406 
Bigelow Ave., Seattle 9, Wash. 


Plug and Wall Plate Unit 
The Lok-Tite plug and wall plate 


unit has recently been developed 
to prevent disconnection on all 


types of electrical equipment. The 
plug itself, of durable hard rubber, 
is attached inside a metal holder. 
Projecting ears on the holder en- 
gage under specially formed re- 
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Hardwoods 

























































































Try These Items 
for Values 


1x4 "D"' and Btr. Flooring 

1x6 "'D" and Btr. 106 and 116 Siding 

1x8 and wider No. 3 S4S Poplar and 
Cypress Bevel Siding 


4/4 No. 2 and Btr. Air Dried 


Scotch lumber is dependable lumber— 
backed by 52 years of satisfactory serv- 
ice to buyers. For quality, value and 


satisfaction, put your next lumber needs 
up to Scotch. 
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ceiver prongs on the wall plate anq 
only a quarter turn will lock the 


connection. Once secured, the plug 
cannot be pulled out until turned 
and released, so that all machinery, 
lighting and power fixtures are con. 
stantly safe from accidental dis. 
connection. For further details 
write the Lok-Tite Manufacturing 
Company, Dept. AL&BPM, 1059 
Sherman St., Denver, Colo. Cur 
Out 
Screened and Barred Window L 


Recently patented, this Window § >" 
of the Future will soon go into pro. 
duction; distribution will be started  !” 
late this year. Screen and storm @ ? 
windows are always in place with @ '°? 
this window. It is built so that any § ' 
time the window is opened it is i 
F 
cal 
wer 
C 
193) 
cent 
wer 


10.8 


We 
: 
ciat 
194 
000 
stoc 
for 
stor 
feet 


automatically screened and barred; P 
screened against insects and flies 

and barred against burglars. Win- § 4 
dows are glazed with Thermopane § /hi 
glass. Screens and bars are auto 

matically self-stored. The entire in-  14.' 
stallation is thoroughly weather- 

stripped and storm proof. For more wee 
information write the Long Lum- 
ber Co., Dept. AL&BPM, Corunna 
Road, Flint, Mich. In| 
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MARKET ANALYSIS - 


Current Statistics on 
Output and Distribution 

Lumber shipments of 402 mills reporting to the 
National Lumber Trade Barometer were 6.2 percent 
yellow production for the week ending July 10, 1948. 
In the same week new orders of these mills were 8.8 
percent below production. Unfilled order files of the 
reporting mills amount to 55 percent of stocks. For 
reporting softwood mills unfilled orders are equiva- 
lent to 27 days’ production at the current rate, and 
eross stocks are equivalent to 46 days’ production. 

For the year-to-date, shipments of reporting identi- 
cal mills were 4.2 percent above production; orders 
were 4.8 percent above production. 

Compared to the average corresponding week of 
1935-39, production of reporting mills was 25.3 per- 
cent above; shipments were 13.3 percent above; orders 
were 3.8 percent above. Compared to the’ correspond- 
ing week in 1947, production of reporting mills was 
10.3 percent below; ahipments were 1.5 percent below, 
and new orders were 35.3 percent below. 


Western Pine 

The 101 mills reporting to the Western Pine Asso- 
ciation cut 44,642,000 feet for the week ending July 10, 
1948. The same week a year ago the cut was 64,966,- 
000 feet. Unfilled orders on file at the end of the week 
stood at 157,535,000 feet compared with 201,626,000 
for the corresponding period in 1947. Gross stocks 
stood at 607,347,000 feet compared with 580,953,000 
feet for the same period last year. 

Note: Figures based on four day week due to July 4 holiday. 
Southern Pine 

Production of Southern Pine by the 107 mills re- 
porting to the Southern Pine Association for the week 
ending July 10, 1948 amounted to 15,564,000 feet. 
This was 6.01 percent below the three year average. 
Shipments for the week ending July 10 amounted to 
14,007,000 feet. This amounted to 15.42 percent be- 
low the three year average. Orders placed during the 
week amounted to 12,776,000 feet, or 22.85 percent 
below the three year average. 


Note: Figures based on four day week due to July 4 holiday. 


Inthe Market Centers 


TACOMA—Demand for better grades of lumber 
continues good and with vacation and forest fire haz- 
ard closures affecting both sawmill and logging camp 
broduction, prices remain high. All indications point 
‘0no immediate prospect of change. Heavy rains ten 
lays ago materially improved the forest fire situation, 
wut subsequent dry weather has re-created the hazard. 
No serious fires are reported at the moment, but state 
and federal officials as well as the operators them- 
‘elves are keeping close watch upon the situation. 
Many federal forest areas have been ordered closed 
during the emergency. Meanwhile the scramble for 
ublicly owned timber continues. The E. W. Picco Log- 
sing Company of Montesano was the successful bidder 
‘or an estimated 13,600,000 feet of timber in the Olym- 
ble National Forest offered for sale by the United 
States Forest Service Tuesday. Picco’s bid was $30.75 
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Oregon Lumber Co. 


Baker, Oregon 


Pioneer eastern Oregon mill—in operation 59 
years. Under our sustained yield plan of opera- 
tion, the past 59 years of performance is just 


a starter for future delivery of our products. 


— 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 





TWENTY-FIVE THIRTY-SECONDS 


QUALITY. 


D. a FAIR LUMBER COMPANY 
‘LOUISVILLE, MISSISSIPPI 
Member of NOFMA. 








PROMPT 
DEPENDABLE 


Service 


PLYWOOD 


SOFTWOOD AND HARDWOOD 
PLYWOOD SUB-FLOORING 
CONCRETE FORM PLYWOOD 
and other outstanding 
BUILDING PRODUCTS 

. Douglas Fir Doors 
.. Overhead Garage Doors 
.. Stanwall Hardwood Panels 

. Armstrong Glass Wool Insulation 
.. Monsanto Rez Products 

. Westbilt Kitchen Cabinets 


Call or Write for Details and Prices 


ase ee ew we mene woe ovaurv ED SERVICE —--— 
FIDDES-MOORE AND COMPANY 


Sales and Service Offices: 
205 W. Wacker Drive, Chicago 6, Ill. 


TELEPHONE: 
CENtral 5875 


seam ew we OB eB ero eweeerseseereo meme e ee ee eee Se SEES Ow ee 
. . 7 . 


Prompt Shipment from Hammond, Ind. 








Logged in 1936-1937 
HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER 


Kiln-dried 
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LUMBER MARKET 


per thousand on 700,000 feet of Douglas fir; $17.10 per 
thousand on 100,000 feet of western red cedar; $1] 
per thousand on 7,800,000 feet of silver fir. Possibility 
per thousand on 5,000,000 feet of hemlock and $8 
of another bloc of government timber being offered 
for auction is seen in announcement by the Taholah 
Indian agency that it is seeking government sanction 
to thin timber on the Quinault Indian reservation near 
Hoquiam. Agency officials say that proper thinning 
would stop spoilage of mature timber, aid the Quinault 
Indians financially and bolster the timber industry 
locally. Agency officials estimate some 2,250,000,000 
board feet of timber valued at approximately $15,- 
000,000 is involved. The city of Tacoma also is offering 
for sale more than one million feet of timber near the 
Green River waterworks. 


WASHINGTON—Despite earlier justified optimism, 
it now seems doubtful whether 1948 lumber produc- 
tion will appreciably exceed the high levels achieved 
in 1947. For the first four months, total production in 
1948 was 0.7 percent below the corresponding period 
of 1947. The composite Wholesale Lumber Index issued 
by the Bureau of Labor Statistics reached successive 
new highs in April and May. Prices in general, al- 
though prevailing at continued high levels, appeared 
to be softening appreciably in the common grades of 
Southern Pine. West Coast prices, however, appear 
to be firmer than ever as a result of recent and cur- 
rent hindrances to production in this area in conjune- 
tion with continued active demand. The boommen’s 
strike, the floods and the resulting advance of the 
normal vacation let-down periods in a number of in- 
stances, are factors which have tended to reduce West 
Coast production during the second quarter. The lun- 
ber productivity indexes for March and April show 
improvement over the November, 1947—February, 
1948 lows but are still materially below former levels. 


SEATTLE—Many mills are down, combining July 
4th shutdowns with vacations. So far this summer 
Puget Sound has only had one bad fire which did little 
damage. Unless serious fire danger develops camps 
and mills by late July should be in full operation. 
Midsummer finds both buyer and seller apathetic but 
there is little or no weakness in prices. Mills are 
choosy about accepting orders, preferring high priced 
items. Those who seek lumber complain it is hard to 
buy what they want. The government has started 
buying again, mostly dry boards. Federal orders have 
totaled several million feet. Car shortages have de 
veloped in Oregon, parts of Washington and in British 
Columbia. A heavy grain crop competes with lumber. 
It is believed here that the car shortage in Oregol 
will get very serious. The Southern Pacific is pat 
ticularly hard put to furnish cars. Lumber price 
continue firm and high. Most upper items move al 
from $160 to 190. Dimension brings $69 to 76. Boards 
are a little weak selling at $60 to 65. Timbers are 
firm at $65-70 but select structural, depending o 
size, may sell at anywhere from $75 to 100. The pres 
ent lethargy of the market is believed only temporary 
and fall business is expected to be brisk. The shingle 
market is rather weak. 5x’s moves at $9.50, 5.00 and 
3.00. Price ‘depends on mixture and situation at the 
mill. Higher grades of patent roofing are giving 
shingles stiff competition. 
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| Custom Milling and Resawing in Transit 





SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





























SELLING THE PRODUCTS OF . DISTRIBUTORS OF —_ 
*THE MceCLOUD RIVER LUMBER GREVLIN PINE 
COMPANY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY _— by eemeencard —— _ 
Bend, Oregon irst National Soo Line Building SUGAR (Genuine White) PINE 
_*Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
ten, Pertiand, Guages. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
EE 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
Druderota Fave Woodwork Lexington 2-9117 Telephone Central 9182 Exbrook 2-7041 
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HARBWSOD , Anaconda Copper 
"LOORINGS 


HARDWOOD — 
FLOORI Nf Lumber Department 


Bonner, Mont. 


Oak-Beeech-Pecan-Ash 


* 
In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that Manufacturers of 
will bring you back for more. 





For prompt attention on your needs phone or write 





Ponderosa Pine, Fir and 


Miller & Company, Inc. neieiaate 


Manufacturers of 
Hardwood & Yellow Pine Lumber oe 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 Phones Jackson 1885 

















We have recently installed a new 1ates-American A-62 Planer and Matcher and 
are prepared to do good quality work — and promptly. 


We also manufacture and wholesale 
Southern Pine and Hardwood Lumber 


Our Specialty: 2 x 4—8’ SLYP S4S Std. EE DET A/D 


CORINTH PLANING MILL CO. 
P. O. Box 501 CORINTH, MISS. Telephone 968 
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Oklahoma Lumbermen to Hold 
2nd Convention in Okla. City 


Over 2000 retail lumbermen and . 


material men from Oklahoma and 
over the nation are expected to at- 
tend the 2nd annual convention of 
Oklahoma Lumbermen’s Associa- 
tion, October 5-6, according to Paul 
Leonard, director for this year’s 
convention. 115 exhibitors have al- 
ready contracted space to exhibit 
their products and services to the 
Retail Lumber Dealers of Okla- 
homa. Theme for the 1948 conven- 
tion will be, Jf you have a building 
or @ repair problem see your local 
Retail Lumber Dealer first. 

A statewide Hoo-Hoo initiation 
led by Ray Saberson Snark of the 
Universe will be held October 5th. 


Frank Wherritt Passed Away 
July 7 

Frank D. Wherritt, 59, president, 
Sabine Lumber Company, died in 
Houston, Tex., July 7 following a 
brief illness. 


ROLL-OFF 
LUMBER TRUCK BEDS si ws 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 


Ud iF iN EAVES) 


Mr. Wherritt began his career 
with Sabine in 1912 as a salesman, 
and had been associated with that 
company continuously for the past 
36 years. He became president 
shortly after Paul Sanderson’s 
death in 1944. He was also vice- 
president and general manager of 
Texas Long Leaf Lumber Com- 
pany, Trinity, Tex.; president of 
the Grayburg Timber Company of 
Houston; and a director of the 
Southland Paper Company at Luf- 
kin. Mr. Wherritt was active for 
many years in the affairs of the 
Southern Pine Association and was 
a member of the organization’s 
board of directors. 


Directors Elected to National- 
American Wholesale Lumber 
Association 

At the June meeting of the 
National-American Wholesale Lum- 
ber Association, the report of the 
nominating committee was pre- 
sented by Chairman Don R. Mere- 


dith. The following were elected 
directors: H. C. Brabston, Jr., Biy. 
mingham, Ala.; E. W. Conklin, 
Buffalo, N. Y.; R. B. Cowles 
Springfield, Mass.; J. A. Currey, 
Irvington, N. Y.; W. H. DeCew. 
Vancouver, B. C., Canada; J, ¢ 
Doerr, Boise, Idaho; L. J. Fitzpat- 
rick, Madison, Wis.; T. W. Hager, 
Grand Rapids, Mich.; A. R. Kumer, 
Pittsburgh, Pa.; G. F. McDonald, 
Minneapolis, Minn.; D. E. McDuf- 
fee, San Francisco, Calif.; C. N, 
Troutner, Richmond, Va.; W. T. 
Turner, Spartansburg, S. C.; A. K. 
Westh, Kansas City, Mo.; Ed Foun- 
tain, Los Angeles, Calif.; F. S. Me. 
Nally, New York, N. Y. 


Appointments and Promotions 
HARRY C. YETT recently became 
associated with Miller Mill Work 
Corporation, Charlotte, N. C. Mr. 
Yett will be in charge of sales. 


PRESIDENT HARRY SMITH of Mo- 
hawk Lumber & Supply Co., De- 
troit, announces the appointment 
of GUY LANCASTER as head of the 
organization’s newly established 
House Clinic division. He will de- 
vote the activities of the depart- 
ment to cooperation with customers 
on any subject relative to new con- 





“The Active Truck Is the Money-Maker" 





Two Minutes 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 














Phone 169 


C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


P. O. Box 391 














Hall & Brown, 


PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
bee the woodworking industry. 


‘TAYLOR- STILES & co. 


Riegelsville, New Jersey 


Western Agents: 


W. W. Machine Co., St. Louis, Mo. | 
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HOS-TITE 
Building Paper 


Sold through Lumber Dealers 
Write for sample and Specs. 


HOSKING PAPER CO. 
Wilmette, Illinois 


Warehouses in 
Chicago, Louisville, Kansas City & St. Paul 
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PAUL B. BERRY 


Wholesale — Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


l or more cars softwood boards and dimen- 
sion KD or AD, machined; also panels, shorts, 
cutoffs. 1 or more cars 5/” and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send 
me your stock and price lists. 











JAMES W. SEWALL COMPANY 


Consulting Foresters 
MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


——— 


For Sale 


Rock Gum & Tupelo 
Flooring 
Thoroughly Dry — Well Manufactured. Scientifically 


dried and manufactured with most modern equipment. 


We have had many years of experience in the manu- 
facture of end-matched Rock Gum and Tupelo Floor- 
ing. We know what it takes to satisfy and we propose 
to do it. 


Especially suitable for 


*% Schools %* Warehouses 
% Churches % Dwellings 
% Commercial Buildings 


F. H. A. approves the use of Gum Flooring for dwellings in 
their Bulletin No. UM 2. 


We can also furnish END-MATCHED PINE FLOORING 
in any grade or quantity desired. 


Let us fill your flooring needs. 


Prices and samples will be furnished upon request. 


Clarendon Flooring Co. 


Sumter, South Carolina 
(Formerly D. W. Alderman & Sons, Alcolu, S. Carolina) 
Telephones 1309 and 1589 Sumter, S. C. 
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POLES and 
PILING 


Goodwin Johnson Ltd. 


Metropolitan Building 
Vancouver, British Columbia 
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WHOLESALE 
WESTERN PINES 
@@ DOUGLAS FIR 
= WEST COAST HEMLOCK 
™@ RED CEDAR SHINGLES 


With a group of excellent mill connections. our o: 
ganization is prepared to offer exceptional service :n 
West Coast Woods to a few additional customers 
Let us demonstrate. 


Edward J. Sherman Lumber Sales 
Board of Trade Building 


oe) aa \ lee me) tacie), | 































struction, modernization or altera- 
tion of existing buildings. The 
functions of Mr. Lancaster’s staff 
will include everything from the 
idea, to the supply materials for 
the job—sketch, blue-print, specifi- 
cation, estimating. 


JOHN W. BROWN of Dallas, Tex., 
has been appointed general sales 
manager of the National Gypsum 
Company. JAMES J. RYAN of Ken- 
more, N. Y., was named to the 
newly created position of general 
commodity manager, according to 
DEAN D, CRANDELL, vice-president 
in charge of dealer sales. 


















RICHARD R. WILLIAMS has been 
appointed direct sales representa- 
tive for the Toledo, Ohio territory 
by The Rapids-Standard Company. 
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F. L. SARGEANT has been ap- Stuart H. Ralph, left, vice-president of the Flintkote Company, and S. P. Moffiit, 
pointed manager of the New York vice-president of Ruberoid, present a watch to Pat Smith as a token of appre- 
Sales Division of the Revnolds Met- ciation following his two years of service as Chairman of the Board of Governors 
als Company, DAVID Pp. REYNOLDS, for the Asphalt Roofing Industry Bureau. 
vice-president and general sales 
manager of the company’s Alumi- 
num Division, announced. Mr. Sar- GEORGE R. BROCKWAY has been and central regional sales manager, 
geant succeeds STUART SMITH, who appointed sales manager of The LLOYD C. BACKART, formerly presi- 
has been appointed special repre- Rapids-Standard Company, Inc., dent and sales manager since in- 
sentative to the United States Air material handling equipment man- corporation of the firm, will con- 
Forces with headquarters in Reyn- ufacturers of Grand Rapids, Mich. tinue actively in the company as 
olds Dayton, Ohio, office. He was assistant sales manager chairman of the board. He will be 



















Birch Flush Panel Doors 
Hollow Cor 
1/6-1/8-2/0- 2/4 - of 2/8 x 6/6 x 6/8 x 1-3/8 BUILDERS 
2 Lock Blocks — Grade A Birch MILLWORK 
Birch Exterior Doors DISTRIBUTORS 





George F. Becker Edwin A. Brengle 







IMMEDIATE 
SHIPMENT 


Doors—2 & 6-Panel 
134" Exterior, Rear & 






























(Glazed) Front Combination 

2/8 - 3/0 x 6/8 x 1-3/4 “laa. Wuiees & neal 

' H 2 N. Kresson Street 4" Gum Plywood, 

General Roofing & Construction Co. GIS, S2S at 1a%e ft 
220 Florence St., Saginaw, Mich. BALTIMORE 24, — Send For List — 


MARYLAND 


MANUFACTURERS OF BIRCH FLUSH PANEL 
DOORS AND CUSTOM MILLWORK 





























Old Growth : % H. B. Jordan, Gen. Mgr. C. M. Jordan, Treasurer 


DOUGLAS FIR fs | 
ei its Boat CLARKE COUNTY LUMBER MILLS 


WHOLESALE FOREST PRODUCTS 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 





OREGON - AMERICAN 


Lumber Corp. 


Vernonia, Oregon ee 834 Moccabees Bidg- 
350,000 Feet Dail h THOMASVILLE, ALABAMA DETROIT 2, MICHIGAN 
Boi: tos Phone: L. D. 167 Phone: TEmple 1-201 
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BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 














LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 














Thank You, Mr. Rushing 


J. H. Miner Saw Mfg. Co. 
Meridian, Miss. 


Dear Sirs: 


April 27, 1948 
Hazlehurst, Miss. 


Your saws and your work are just fine. | have done 
business with you for many years and it has been a 
pleasure to do business with you. 


Yours very truly, 
Joe Rushing 


a © 


Mr. Rushing is using Simonds’ 50” Style F saws 
and finds them very satisfactory. He says they 
are the best he has ever run. When needing a 
new saw or your old saw repaired write us. We 
will take care of you. 


J. H. MINER SAW MFG. CO. 


MERIDIAN, MISS. 


INCORPORATED IN 1912 THE ORIGINAL MINER SERVICE 











INTERNATIONAL 
TIMBER PRODUCTS, INC. 


4441 WHITE-HENRY-STUART BLDG., SEATTLE 1, WASH. 
W. E. Difford, Pres. 


MILL REPRESENTATIVE FOR 


Douglas Fir and other 
Western Woods 











Knudson & Mercer Lumber Co. 


Purveyors to 


Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 




















Ath Your Wholesaler 
for OUR Lumber 


We specialize in 


@ Properly Seasoned 
@ Properly Dressed 
@ Properly Graded 


1” Kiln Dried Yellow Pine 


FLOORING, BOARDS, SIDING, ETC. 


“Years of Experience" 


W. M. McGOWIN LBR. CO. 


PINE APPLE, ALABAMA 
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responsible for long range planning 
and act an experimental con- 
sultant within the company. 


as 


D. M. PATTIE, vice-president and 
general manager, Wood Conversion 
Company, St. Paul, Minn., an- 
nounced the following sales staff 
promotions: J. D. FISCHER to man- 
ager, Building Product Sales; P. L. 
BERQUIST to manager, Industrial 
Product Sales with headquarters in 
Chicago; R. E. BACKSTROM to as- 
sistant products manager; D. B. 
ANDERSON to manager, Merchan- 
dising Department; and A. J. 
MOORMAN to Chicago District man- 
ager. 


Companies Announce 


THE GARRETTSON-ELLIS LUMBER 
COMPANY and the GARELCO SALES 
COMPANY have announced removal 
of their offices to Shaker Road, East 
Longmeadow, Mass. 


THE SEATTLE EXPORT LUMBER 
COMPANY, wholly owned subsidiary 
of UNITED STATES PLYWoopD CorpP., 
will henceforth be known as 
UNITED STATES PLYWOOD CorpP.,’ 
LUMBER DIVISION, Lawrence Ottin- 
ger, president of the corporation 
announced. The USP-Lumber Di- 
vision sawmill, of which L. J. 
Walby is manager, cuts green lum- 
ber from logs obtained from Kos- 
MOS TIMBER CoO., at Kosmos, Wash. 


MASONITE CORPORATION, now in 
the process of extending its hard- 
board manufacturing operations to 
northern California, has moved its 
western division sales office to San 
Francisco. C. H. Smith, division 
sales manager, and his staff are 
occupying quarters at 111 Sutter 
street. The office was formerly in 
Los Angeles. 


A new office has been opened in 
New York City to handle sales and 
service exclusively on equipment 
and supplies manufactured by the 
AMERICAN FLOOR SURFACING Ma- 
CHINE Co., Toledo, Ohio, it was 
announced by W. B. Crew, execu- 
tive vice-president and general man- 
ager. T. J. Mueller has been ap- 
pointed manager of the greater 
New York area. The office is lo- 
cated at 670 6th Avenue, at corner 
of 21st Street. 


Formation of the TEXAS VER- 
MIGULITE company to process and 
distribute Zonolite-brand vermicu- 
lite products in Texas was an- 
nounced by A. T. Kearney, presi- 
dent, ZONOLITE COMPANY, Chicago. 
Principal interests in the mew or- 
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ganization are the Zonolite Com- 
pany and Gerald R. Stark, who will 
serve as president of Texas Ver- 
miculite. Mr. Stark was formerly 
advertising and export sales man- 
ager of Flintkote company, New 
York, and was also vice-president 
of the Patent and Licensing cor- 
poration, a Flintkote subsidiary. 
Since 1945 he has been vice-presi- 
dent of B. F. NELSON company, 
Minneapolis. 


Appointment of THE FRANK 
CORPORATION, Savannah, Ga., was 
announced by C. W. Kirby, domes- 
tic sales manager, CROSLEY DIVI- 
SION, AVCO MANUFACTURING COR- 
PORATION. Raymond M. Kuhr is 
president of the corporation and 
M. S. Goldman is appliance man- 
ager. 


On August 5, the TEXAS VITRI- 
FIED PIPE COMPANY of Mineral 
Wells, Tex., will celebrate its first 
complete year of production of clay 
products. J. F. Bailey, secretary 
and general manager recently an- 
nounced that new methods devel- 
oped during the first year of pro- 
duction will make it possible to pro- 
duce 25° more tonnage than was 
originally planned when the present 
plant facilities were installed a year 
ago. An outstanding product of the 
company is the new Tex-Vit glass 
lined pipe. It is made of vitrified 
clay with a glass lining fused in- 
side by intense heat. 


J. F. Conroy 3rd, president of 
the recently reorganized AMERICAN 
Acoustics, INC., announces that its 
principal offices will be at 74 Trin- 
ity Place, New York City. New per- 
sonnel in key positions will apply 
advanced techniques and methods 
to increase production of Softone 
non-combustible acoustical tile and 
plaster, and Atoz insulation plaster 
at the Keyport, N. J., plant. 


Now open to the public are the 
ultra-modern display rooms of GUT- 
BRO CONSTRUCTION COMPANY on the 
Blvd. of the Allies at Market St., 
Pittsburgh. Feature of Gutbro’s 
main show room is the country’s 
largest dealer display of the new 
Pittsburgh Interlocking Plastic 
Wall Tile made by Pittsburgh Tile 
Company, Baum Blvd. The entire 
show room is walled with the plastic 
tile, each wall section displaying a 
different tile color so that custom-~ 
ers can select from actual instal- 
lations rather than from sample 
pieces. 
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Home Builders Advertising 
(Continued from page 28) 


Mending cement 

Paint brushes 

Enamels 

Plastic wood 
Turpentine 

Varnish 

Floor and deck enamel 
Plastic pencils 


5. HARDWARE 
Blinds 


Floor jacks 
Garden hose 
House numbers 
Shelf brackets 
Kitchen stools 
Ladders 

Nails 

Padlocks 

Screws and bolts 
Shovels 

Cabinet hardware 
Finish hardware 
Screen hardware 


6. FLOOR COVERINGS 
Asphalt tile 


Linoleum 

Metal trim 

Paste 

Wax 

Floor cleaner 
Applicators and mops 


7. BOARD PRODUCTS 


Asbestos board 
Masonite 
Sheetrock 
Insulation board 


8. MASONRY and CEMENT PRODUCTS 


Bricks 

Concrete blocks 
Cement 

Mortar mix 
Lime 

Plaster 


9. APPLIANCES 


Door chimes 

Attic fans 

Kitchen fans 

Burglar bars 

Scrap traps 

Electric house numbers 


10. PLAYYARD and GARDEN SUPPLIES 


Barbecue pits 
Trellis 
Chains 
Fence 

Lime 

Picnic tables 
Rope swings 
Sand 
Sandboxes 
Spades 
Insecticides 
Weed killers 


11. ROOFING and INSULATION 


Roll roofings 
Shingles 
Roofing cement 
Rock wool 
Spun glass 


12. HOME REPAIRS AND MAINTENANCE 
DEPT. 
For all miscellaneous maintenance re 
quirements. Pre-cutting lumber to 
your dimension. 


31, 1948, AMERICAN LUMBERMAN & (AGA] 
























































































































































